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North Central Texas Some excellent! territory now open for experi- East Texas 
E. F. PHILLIPS, Manager enced life men. E. P. LITTLEJOHN, Manager 
oe wg bond If your plans for this year are not set—write us. Lufkin, Texas 
a For territory in Texas, write our manager for Ft. Worth District 
Central and South Texas your district. T. J. MURPHY, Manager 
H. C. COOK, Manager For territory in other states, write our home 403 Reynolds Bldg. 
Waxahachie, Texas Office. Ft. Worth, Texas 
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ARTHUR HALL IS MADE 
PRESIDENT OF COMPANY 


Samuel M. Foster, President Since 
Organization 17 Years Ago, 
Retires 


HEADS LINCOLN NATIONAL 


Daniel B. Ninde Is Made Vice-Presi- 
dent and General Counsel—Dern Is 
Elected Director 


Samuel M. Foster, who has been 
president of the Lincoln National Life 
since it was organized 17 years ago, has 
resigned, and is succeeded by Arthur F. 
Hall, vice-president and general man- 
ager, who was the chief organizer of 
the company and has been one of the 
big factors in its success. Daniel B. 
Ninde was elected first vice-president 





ARTHUR F. HALL 
President Lincoln National Life 


and general counsel; B. Paul Mossman 
continues as second vice-president; 
Walter T. Shepard, third vice-president 
and manager of agencies, and Franklin 
B. Mead as secretary and actuary. A. 
L. Dern, superintendent of agencies, 
was elected a member of the board. 
The Lincoln National is now engaged 
in the erection of a new home office 
building on Harrison street in Fort 
Wayne, Ind. It will be one of the 
finest of its kind in the country. Its 
annual statement just issued shows a 
remarkable growth, it having total in- 
surance in force of $234,000,000. Its 
assets now have reached $16,536,771. 


Mr. Hall’s Early Life 


_Arthur Fletcher Hall was born on a 
Kansas farm 51 years ago. His father 
died as a result of Civil War hardships, 
having served throughout the war as 
a captain of artillery. He left a widow 
and an estate that consisted of a few 
thousand dollars and three small chil- 
dren. Arthur was a year-old baby in 
long dresses. 

His mother brought her family back 





NOT TO BE INCLUDED 


LIFE COMPANIES ARE EXEMPT 





Dailey Says Proposed Illinois Investi- 
gation Is Directed Only at Fire 
and Casualty Companies 





Life insurance companies are assured 
that the proposed Illinois legislative in- 
vestigation of insurance is in no way 
directed at life insurance and there is 
no intention to include this branch of 
the insurance business in the work of 
the senate committee, if the resolution 
proposed by Senator John Dailey of 
Peoria is adopted at Springfield. In a 
special statement to THE NATIONAL 
Unperwriter, Senator Dailey says there 
is no disposition to investigate the life 
companies; that the fire and casualty 
companies are the ones at which his 
resolution calling for an investigation 
is directed. He conducted an investiga- 
tion of the building industry during the 
last session of the legislature and states 
that during the work on that subject he 
was given evidence of matters which he 
believed justified legislative inquiry. 
Senator Dailey, in his statement to 
THe NATIONAL UNDERWRITER, said: 


Covers Fire and Casualty 


“There is no disposition to investigate 
life insurance companies. The legisla- 
ture has been kept in the dark upon the 
methods of fire and casualty companies. 
Many complaints have been called to 
my attention with reference to the lat- 
ter. They came when we were con- 
ducting the building investigation, and 
were of such a character as seemed to 
me to warrant a special investigation. 
I did not think that this investigation 
should be a part of our building inves- 
tigation. I have no preconceived judg- 
ment on these matters, but the com- 
plaints made to me seem apparently to 
be sufficient upon which to predicate a 
fair, unbiased and legislative determina- 
tion. I have been in the legislature 
many years and am free to say that I 
disapprove of the influences affecting 
this class of legislation. I am not saying 
that these influences are anything but 
unethical.” e 





to her old home at Indianapolis and at 
14 Hall was a newsboy and developing a 
news route which later required the 
services of two assistants. He did not 
finish his 4th year at high school and 
at 17 he was a clerk in the circulation 
department of the Indianapolis “Jour- 
nal.” Later he became circulation man- 
ager and at 28 he had become adver- 
tising manager of the paper. At 30 he 
was made assistant business manager. 
When that paper was sold out to the 
Star League a year later he became 
northern Indiana circulation manager 
for the Chicago “Tribune” and then 
went to a position in charge of sales for 
a well-known Indiana book publishing 
company. 
Life Insurance Builder 


He resigned to become an agent for 
the Equitable Life of New York and 
six months later quit that position to 
build a life insurance company in Fort 
Wayne. 

(CONTINUED ON PAGE 17) 





NOW SUES FOR POLICY 


CHICAGO CASE IS AGAIN UP 
Suit for $125,000 Against Columbian 
National by Beneficiary of C. M. 
Ford Recalls Injunction Trouble 





The filing of a suit for $125,000 
against the Columbian National Life in 
the circuit court of Cook county last 
week marks the reopening of one of the 
early developments in the Chicago con- 
spiracy cases, which have been in the 
courts for the past three months. At 
the time of the first issuance of injunc- 
tion writs against the two companies, 
the Columbian National and the Aetna, 
the insurance commissioner of Illinois 
and about 50 Chicago life underwriters, 


there were several policies withheld 
while in process of delivery. In two 
cases the policyholders died. The de- 


tails of these cases were given in THE 
NATIONAL UNDERWRITER at the time, as 
well as the reference to the view of the 
beneficiaries that someone should pay 
for the policies. One of these has been 
followed through and, upon denial of 
liability by the company, suit was filed 
last week for recovery from the Co- 
lumbian National. 
File Suit for $125,000 


The. bill of complaint was filed for 
Mrs. Leota S. Ford, widow of Louis M. 
Ford, vice-president and manager of 
the Ford Roofing Products Company, 
by attorneys Frederick A. Brown and 
William G. Worthey, seeking payment 
on four ordinary life policies in the 
amount of $25,000 each, and $25,000 
damages. Louis M. Ford died suddenly 
on Nov. 13, 1922, a few days after being 
passed for the policy and before the 
policy was actually in hand. The de- 
livery of the policy had been delayed 
through the injunction suit brought by 
the four life insurance adjusters. It is 
claimed by the plaintiff, however, that 
the four policies were properly issued 
and the property of the deceased. It is 
also claimed that due notice of death 
was sent and an attempt to file proof of 
loss papers, but the necessary papers 
were refused, the company denying 
liability. 

Is Interesting Case 


This case is an interesting one to the 
profession as a whole and especially to 
the Chicago life underwriters. It in- 
volves the much mooted question of 
liability and definition of delivery of a 
policy. The Chicago agents are also 
interested as it is so closely affiliated 
with the conspiracy cases still in the 
courts. It is recalled that certain ref- 
erences were made at one time to the 
fact that, should a suit such as the one 
just filed prove futile, damage suits 
would be filed against those named in 
the original injunction suits, as it was 
believed that someone other than the 
beneficiary should stand the loss. It 
was stated that the policyholder wanted 
the policy, had passed and been ac- 
cepted. The only reason for not actu- 
ally having the policy was the delay 
caused through the court action. The 
other case in question is in connection 
with an Aetna Life policy. It is not 
known whether recovery will be sought 
in the courts on this policy also. 





DIVIDENDS BACK TO 
PRE-WAR SCHEDULE 


Many Companies Have Increased 
Their Participating Schedules 
for 1923 


GIVE COMPLETE SUMMARY 


Table Shows Dividends on Twenty- 
Payment Life for 21 of Largest 
Companies 





A study of the announcements of the 
various companies as to dividend sched- 
ules for 1923 indicates, on the whole, an 
Not a single important com- 
pany has so far declared a decrease from 
1922. A few of the important companies 


increase. 


are still to be heard from. 

The low mortality and high interest 
rates of 1922 are generally reflected in 
the dividends set aside and in the in- 
creased surpluses of most companies. 

One of the subjoined table gives five 
representative companies, showing the 
increases made in surplus and amounts 
set aside for dividends, It will be noted 
that the Connecticut Mutual increased 
its surplus by over a million and its 
dividends set aside by $40,000; the Home 
Life of New York shows an increase in 
surplus and dividends of over $600,000; 
the Pacific Mutual increased surplus 
over $600,000 and increased its fund for 
dividends over $460,000; the Metropoli- 
tan increased its surplus $14,000,000 and 
its dividend fund nearly $9,000,000; the 
Mutual Benefit made the handsome in- 
crease of $1,158,000 in surplus after in- 
creasing its dividend fund $3,797,000. 

Companies Increase Schedule 

A great many of the companies have 
increased their schedules so that at the 
present time as the table subjoined 
will show practically all of the com- 
panies are back to their pre-war sched- 
ules and some have schedules some- 
what higher. Interest rates on funds 
left with the company either as a set- 
tlement option or a dividend option are 
increased in a good many companies. 
The prevailing rate is 4.5 percent with 
many companies. The National Life of 
Vermont has continued its present divi- 
dend schedule since Jan. 1, 1916, and 
will continue the same schedule of divi- 
dends for 1923, but has reduced its rate 
on present issues. The company does 
not promise, of course, that net costs 
will be any lower on the new policies 
but at least indicates that the margin 
of expense to premiums is more than 
sufficient to maintain a good surplus. 
The Mutual Benefit Life which has con- 
tinued its schedule since 1917, another 
company which did not reduce during 
the war, has declared an extra cash 
dividend equal to 25 percent of the regu- 
lar dividends, and intimates that its reg- 
ular schedule may be changed next year. 


Increase in Surplus 


While only a few of the companies 
have completed their annual reports, the 
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increase in surplus undoubtedly is con- 
siderable. 

The second table shows the dividends 
for the first, second, fifth and eighth 
years for 21 companies on the 20-Pay- 
ment Life at age 35, showing the 1923 
dividend schedule as compared with 
that for 1916. It will be seen that most 
companies have gone back to the pre- 
war schedule, or bettered it. 


Statement of All Companies 


Following is a report up to date, as 
far as the statements of the companies 
are in, as to the 1923 dividend schedules 
of all companies, together with the date 
on which the dividend year begins: 

Aetna Life—Changed schedule. Slight 
increase about five cents per $1,000. 
Jan. 1. 

Agricultural Life, Mich.—Same sched- 
ule. Jan, 1. 

Atlantic Life, Va.—No change. Changed 
year to April 1. 
Baltimore Life—Adjustment. Jan. 1. 
Bankers Life, Ia.—Will continue same 


schedule. April 1. 
Bankers Life, Nebr.—No change. 
Jan. 1. 


Bankers Reserve, Nebr.—Not writing 
new participating business except in 
scattered cases. 


Berkshire Life—No change. Jan. 1. 
4.5 percent from 4.5 percent. 
Boston Mutual—No change. Jan. 1. 
- - . 
Canada Life—Slight increase. Jan. 1. 


Central Life, Ia.—Not decided. In- 
crease ‘expected. April 1. 

Central Life, Ill—No change. April 1. 

Central States, Mo.—Not reported. 
Jan. 1. 

Cleveland Life—Slight increase, Jan, 1. 

Columbia Life, Nebr.—No change. 
Feb. 1. 

Columbia Life, Ohio-—No chang.e 
Jan. 1. 


Columbus Mutual—No change. April 1. 

Connecticut General—No change con- 
templated. June 1. 

Connecticut Mutual—Considerable in- 
crease. Jan. 1. 4.6 percent from 4.5 
percent. 

Continental Life, Del.—Increased last 


July 1. Not determined for year after 
July 1, 1923. 
. . . 
Detroit Life—Same schedule except 


double dividends eliminated, ie., divi- 
dend end of fifth year one-half what it 
was last year. Feb. 1. 
Equitable Life, N. Y.—Large increase, 
4.5 percent from 4.3 percent. Jan. 1. 
BDquitable Life, Ia—Readjustment, in- 
creasing certain years; no other change 


expected. March 1. 4.8 percent from 
4.5 percent. 
Farmers National, Ill.—Not writing 


new participating business. 
Fedetal Life, Ill.—No change. Jan. 1. 
FideHty Mutual—Increased schedule. 
April 1. 4.6 percent from 4.5 percent. 
. . . 


George Washington—No change, Jan. 1. 
‘Girard Life, Pa.—No report. Jan. 1. 

Great Northern, N. Dak.—No report. 
Jan. 1. 

Great West—Scale slightly adjusted. 
Now paying first dividend end of first 
instead of second year. Jan. 1. 

Guardian Life, N. Y.—Considerable in- 
crease. Jan, 1. 4.6 percent from 4.3 
percent. 

Home Life, 
crease. Jan. 1. 

Indianapolis Life—No change. Jan. 1. 

Inter-Mountain Life—No change an- 
ticipated. Jan. 1. 

Jefferson Standard—No change. Jan. 1. 

John Hancock Mutual Life—Slight in- 


N. Y.—Considerable in- 


crease, Jan. 1. 
se A 

Lafayette Life, Ind.—No report. April 1. 

Lincoln National Life—No_ report. 
Jan. 1. 

Manhattan Life—No report. April 16. 

Manufacturers, Can. — Readjustment. 
No material change. Jan, 1. 

Maryland Life—No report. April 1. 

Massachusetts Mutual—No change. 
June 1. 

Metropolitan Life—No report. May 1. 


Midland Mutual—No change expected. 
July 1. 

Minnesota Mutual—Considerable in- 
crease, 4.75 percent from 4.5 percent. 
Sept. 1 (last). 

Missouri State Life—No report. April 1. 

Mutual Benefit Life—No change in 
schedule. Special cash dividend declared 
equal to 25 percent of regular dividend. 
Jan. 1. 

Mutual Life, N. Y.—Considerable in- 
crease, 4.5 percent from 4.4 percent. 


Jan. 1, 








DIVIDEND SUMMARY FIGURES 





DIVIDEND APPORTIONMENTS OF FIVE COMPANIES 


Dec. 31, 1921 Dec. 31, 1922 
Surplus Surplus 


Dec. 31,1921 Dec. 31,1922 


Exclusive of Exclusive of Amount Amount 

Name Dividends Dividends Increase Apportioned Apportioned Inc. in 

of Apportioned Apportioned in Payableas Payable as Apport’n’d 
Company (Ine. Cap.) (Inc. Cap.) Surplus Dividends Dividends Dividends 
Conn. Mut...... $4.038,688 +$5,041,844 $1,003,156 $2,810,000 *$2,850,000 $ 40,000 
Home Life...... 980,991 $1,555,284 574,293 50,000 1,110,00 36,000 
Pacific Mut...... ++3,215,769 **3,828,301 612,532 $41,228,362  /1,692,575 464,213 
Metropolitan 47,241,180 61,483,411 14,242,231 11,827,454 §§5,866,166 8,981,944 


14,943,232 
Mut. Benefit..... //16,528,686 //18,386,766 1,858,080 10,661,048 914,458,607 3,797,559 


*Reserve for apportionment for current year. 
+Exclusive of $750,000 contingency reserve. 
tDoes not include $200,000 contingency reserve. 


§Covering period to Nov. 15, 1922. 


{Does not include $130,000 contingency reserve. 
/Annual dividend $1,042,000 to cover first 9 months; balance for deferred didi- 


dends to cover whole year. 


**Includes net surplus of accident dept. $1,078,398. 
ttIncludes net surplus of accident dept. $813,260. 
ttAnnual dividends $842,000 to cover eight months; balance is deferred dividends 


for whole year. 


$$Reserve for dividends payable in 1923 (additional). 
{Includes special cash dividend $2,891,721. 


//Contingency reserve funds. 


PRESENT SCHEDULES 


Name of 
Company Year Premium 
PEE ED 4 6 oC ecctndees 1923 $37.33 
1916 7.33 
Banksora@, Ta. ...ccsccces 1923 34.97 
1916 34.97 
Berkshire Life ........ 1923 36.17 
1916 36.17 
Conn, General ......... 1923 34.50 
1916 34.50 
Conn, Mutual.......... 1923 35.82 
1916 35.82 
Equitable, N. Y........ 1923 38.34 
1916 38.34 
Equitable, Ia. ......... 1923 35.18 
1916 35.18 
Cee, TE. Bec ccccces 1923 36.22 
1916 36.22 
Retee, He. Bec wntvecescs 1923 36.22 
1916 36.22 
John Hancock Mut..... 1923 34.87 
916 34.87 
ee 1923 36.17 
1916 36.17 
ae 1923 37.48 
1916 37.48 
BGut. BMemeRt...ccccvsces *1923 36.22 
1916 36.22 
Bete, HE. Zinc ccccsecs 1923 38.34 
1916 38.34 
Batt, TARA, VC. ccvceees 1923 37.27 
1916 37.27 
New England Mut...... 1923 36.70 
1916 36.70 
OW TOG cccccccsccces 1923 38.34 
1916 38.34 
Northwestern Mut. .... 1923 36.85 
1916 36.85 
State Life, Ind......... 1923 37.20 
1916 37.20 
State Mutual .......... 1923 36.00 
1916 36.00 
Union Central ......... 1923 33.13 
1916 33.13 


COMPARED WITH 1916 
c———_ Dividends 
2nd 5th 


ist n 8th 
Year Year Yea Year 
$4.23 $4.43 $5.08 $5.84 
4.18 4.38 5.03 5.79 
3,96 4.20 5.01 5.92 
aan 4.99 5.89 one 
3.30 3.58 4.46 5.43 
3.30 3,58 4.46 5.43 
3.47 3.71 4.51 5.39 
4.47 4.71 5.51 6.39 
3.98 4.29 6.31 6.43 
3.30 3.57 4.44 5.40 
cee 7.53 14.09 9.84 
5.06 5.51 6.93 8.44 
4.23 4.50 5.25 6.00 
5.08 5.40 6.86 7.57 
3.92 4.18 5.02 5.95 
3.73 4.01 4.93 se6 
4.25 4.56 5.52 6.59 
3.82 4.17 5.30 6.54 
3.60 3.76 4.26 4.82 
4.50 4.60 5.05 5.55 
5.07 5.47 6.77 8.20 
4.36 4.73 5.91 7.21 
5.54 5.75 6.42 7.18 
ucts 5.10 5.67 6.30 
4.92 5.21 6.18 7.30 
4.92 5.21 6.18 7.30 
6.56 6.95 8.20 9.56 
6.36 6.67 7.66 8.74 
5.46 5.73 6.60 7.59 
5.46 5.73 6.60 7.59 
4.45 4.75 5.70 6.85 
4.45 4.75 5.70 6.85 
jena 5.90 10.73 8.00 
ears 5.75 10.44 7.56 
5.81 6.15 7.21 8.33 
5.73 6.07 7.14 8.33 
3.58 3.87 4.87 6.05 
3.58 3.87 5.21 6.39 
4.67 4.98 5.98 7.09 
4.40 4.71 5.73 axes 
3.52 3.76 4.55 5.46 
3.52 3.76 4.55 5.46 


*An additional cash dividend of 25 percent of regular dividend will be paid in 1923. 








Mutual Trust, Ill—No change. May 1. 
. . . 


National Life, Vt.—No change. Jan. 1. 


National Guardian, Wis.—No change. 
April 1. 

New England Mutual—No change. 
Jan. 1, 

New York Life—Increase. Jan. 1. 

North American, Can.—No change. 
Jan. 1. 

Northwestern Mutual Life—No change. 
Jan. 1 


Northwestern Natl. Life—Increased last 
July 1. No report for last six months of 


this year. July 1. 
. > ” 
Ohio State Life—No report. Jan, 1. 
Oregon Life—No change expected. 
March 1. 
Pacific Mutual—No report. May 1. 


Penn Mutual Life—No report. May 1. 

Peoria Life—Changed year to Feb. 1. 
Expect to continue 1922 schedule. 

Philadelphia—No report. April 1, 

Phoenix Mutual. No report. July 1. 

Postal Life—No report. Jan. 1. 

Presbyterian Ministers Fund—wNo 
change. Jan. 1. 

Provident Mutual Life__Increase about 
15 percent, Jan. 1. 

Prudential—Increased. Jan. 1. 

. . o 


Register Life—No change. 
Reliance Life—No change. 


Jan. 1. 
Jan. 1. 


Royal Union Mutual—Expect to 
change. Jan. 1. 

St. Louis Mutual—No change. Jan. 1. 

Scranton Life—No report. Jan. 1. 


Security Mutual, N. Y.—No_ report. 
June 1, 

Security Mutual, 
Jan, 1. 

Southern Life & Trust—No_ report. 


May 1, 


Nebr.—No__ireport. 





Standard Life, Mo.—No change. Jan. 1. 

State Life, Ind.—Readjustment, no ma- 
terial change. Jan. 1. 

State Mutual Life—lIncreased. Jan. 1. 

Sun Life, Can.—No report. April 1. 

Toledo Travelers—No change expected. 
Jan. 1, 

Union Central Life—No change. Jan. 1. 

Union Mutual Life, Me.—No report. 
Jan. 1. 

West Coast Life—No change. June 1. 

Wisconsin Life—No change. Jan. 1. 


Will Write in Chicago 

The Farmers National Life, which has 
been doing almost an exclusively rural 
business, is gradually getting into some 
of the smaller cities and will now organ- 
ize Chicago on a conservative campaign 
for business. The Farmers National Life 
owns its own building at 3401 South 
Michigan avenue, Chicago. It stands well 
in its home city. President John M. 
Stahl has been active in various lines. 
Altogether there would seem to be a 
splendid opportunity for the Farmers Na- 
tional in Chicago. It is President Stahl’s 
idea to put on young men who will work 
out of the head office. 


Plan School in Louisville 


LOUISVILLE, KY., Feb. 6.—Estab- 
lishment here of a school of life insur- 
ance underwriting like those being con- 
ducted in other large cities, is proposed 
by some of the feading insurance men 
of Louisville. A special meeting of the 
Louisville Association of Life Under- 
writers has been called. 





PRUDENTIAL MEETING 


FIELD MEN AT HOME OFFICE 





President Duffield Says Company Has 
Most Industrial Business in Force— 
Big Gains Made 


NEW YORK, Feb. 6—A total vol- 
ume of insurance including issued, re- 
vived, and increased amounting to 
$1,311,000,000, was paid for by agents 
of the Prudential in 1922 as against $1,- 
193,000,000 in 1921, making the gain 
$171,200,000 for the past 12 months. Of 
this sum $532,000 was ordinary, which 
was an increase of $78,500,000 in 1922, 
and $779,000,000 was industrial, which 
showed an increase of $92,700,000 over 
1921 business. 

This announcement was made at the 
annual business conference of Pru- 
dential field and home office representa- 
tives which began at the home office in 
Newark, Feb. 6. 

The increase in insurance in force 
totalled $646,000,000 in 1922 as against 
$572,000,000 in 1921, a gain of $74,000,- 
000. The increase in ordinary over 1921 
was $69,000,000, the 1922 figures be- 
ing $281,000,000 as against $212,000,000 
in 1921. 

The increase of insurance in force for 
the industrial was $5,000,000, the 1922 
figures being $365,000,000 as against 
$360,000,000 in 1921. 


Total Business In Force 


The Prudential’s total insurance in 
force at the end of 1922 for both classes 
of business was $6,314,200,000 as against 
$5,668,000,000 at the end of the year 
1921. At the end of 1922 the total in- 
surance in force for ordinary business 
alone was $2,794,600,000, which was a 
gain over 1921 of $281,000,000. As to 
industrial business the total insurance 
in force at the end of 1922 was $3,519,- 
500,000 which was a gain of $281,000,000 
over the 1921 figures. 

President Edward D. Duffield re- 
ceived a real ovation when he entered 
the room crammed with several hun- 
dred representatives of the company. 
He said the company’s business in 1922 
was the largest ever produced by the 
company. It was produced at the lowest 
expense rate in the company’s history, 
he claimed. The new figures for 1922 
showed that the company had _ the 
largest amount of industrial insurance 
in force of any company in the world. 
He predicted that the assets, now 
nearly _$1,000,000,000, would reach that 
figure in 1923. The sum of two million 
six hundred thousand was added in sur- 
plus in 1922. The figures for 1921 were 
$33,251,000, 


Lowest Expense 


It was also stated by President Duf- 
field that the company conducted its in- 
dustrial business in 1922 at lower 
expense than any other industrial com- 
pany in this country. Mr. Duffield 
claimed that his company had largest 
number of individual loans on rea 
estate of any company. He added that 
the ordinary department had best yeat 
in its history in 1922. What is more with 
exception of about ten companies n0 
other company in the United States did 
more ordinary business than did the 
Prudential. The company’s experience 
in the South, where it opened for bus 
ness about a year ago has been satis 
factory. He urged more attention be 
paid to group policies and to the writ: 
ing of income insurance. He also urge 
a better trained field force. 

Vice-President W. S. Johnson_pre- 
sented certificates to old guards. Other 
speakers were: Actuary John K. Gore, 
Treasurer Fred A. Boyle, Vice-Prest 
dent Geo. W. Munsick, Second Vice- 
President John D. Stedman, Third Vice- 
President A. M. Woodruff and Third 
Vice-President Fred W. Tasney. 
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VALUABLE IDEAS FROM 
EQUITABLE MEETING 





Group Two of Iowa Company 
Meets in Chicago to Exchange 
Ideas and Hear Officials 





NOLLEN GIVES HISTORY 


Agents from Seven States Attend Gath- 
ering—Over 100 Present at 
Instructive Session 





Agents of the Equitable of Iowa held 
their group meeting in Chicago Feb. 5-6 
for the states of Minnesota, Wisconsin, 
Michigan, Indiana, Illinois, Kentucky 
and Tennessee. Over 100 agents were 
present who received some valuable sell- 
ing suggestions as well as interesting 
information and instructions from the 
home official officials who were present. 
President H. S. Nollen attended all the 
sessions. Other officials who also were 


active in conducting the meeting are 
Vice-President and Superintendent of 
Agencies H. E. Aldrich, B. F. Hadley, 
second vice-president and secretary; P. 
M. Ray, field supervisor, and S. A. 
Swisher, assistant secretary. 


How to Sell Policyholders 


Of particular interest to life insurance 
agents were “How to Sell Old Policy- 
holders” and a number of five-minute 
sale talks given at the last session. On 
the subject of “How to Sell Old Policy- 
holders,” L. V. Barnes of Springfield, 
O., said that there are three ways to 
cultivate and sell old policyholders. The 
first is personal contact. He said the 
agent should make at least one call a 
year on each policyholder and that this 
call should be made 30 to 60 days prior 
to the change of age. This is a psycho- 
logical time to make the call and results 
ina great deal of new business. The 
second method is to send birthday cards, 
which keeps up a pleasant relationship 
between the policyholder and the agent. 

To Arouse Interest 


To sell the old policyholders Mr. 
Barnes uses an argument something as 
follows: “Why haven’t you taken ad- 
vantage of the provisions of your policy 
contract?” This question arouses the 
policyholder’s interest and he is willing 
to listen to what the salesman has to 
say. Mr. Barnes then goes ahead and 
gives a talk on the monthly income 
method of settlement. This is an option 
which perhaps the policyholder has not 
made use of, and it is probably the best 
Way to increase his insurance, as it very 
lorcibly brings out the inadequacy of 
his protection. 


Importance of Personal Delivery 


G. M. Marshall, of Chicago, said that 
the main thing in getting business from 
old policyholders is to sell the policy 
tight in the first place. Make it very 
Clear to the policyholder what he is get- 
ting and never overlook the value of a 
Personal delivery. At the time he deliv- 
the policy Mr. Marshall always goes 
Mand carefully over the proposition with 

€ new policyholder, explaining every 
rat the contract to him. The efficacy 
é r, Marshall’s method is proven by 

¢ fact that in two years’ time he has 
Written over $540,000 insurance on old 
policyholders. - 


Keeps Friendship of Policyholders 


Pain Black, of Peoria, said that 30 or 
4 Percent of his business was written 
av Prospects whose names had been 
make him by old policyholders. He 
a - a point to keep on friendly 
Dol; = in touch with as many of his 
Cyholders as possible although there 
(CONTINUED ON PAGE 22) 





AGENCY MEETING HELD 


PUBLISH CONFERENCE “DAILY” 





Kansas City Life Men Gathered at 
Home Office for Enthusiastic 
Convention Last Week 





KANSAS CITY, MO., Feb. 6.—Big 
strides in the movement of the Kansas 
City Life agency organization to de- 
velop scientic salesmanship to meet 
needs of prospects, and to keep those 
needs protected, were shown in the 
agency conference held in Kansas City 
Jan. 30 to Feb. 2. The company’s de- 
partment of instruction has been oper- 
ating for just a year, under the direc- 
tion of Walter Cluff. The agency con- 
ference this year, was in a sense an ex- 
ample of the results attained by that de- 
partment. It was not the usual inspira- 
tional program of a “meeting of a 100,- 
000 club,” but a heavy and comprehen- 
sive review, by the agents themselves, 
of the two dozen or more specific topics 
in a course of life insurance sales serv- 
ice. The “curriculum” of this course 
had been punctiliously outlined, the 
topics assigned to agents being dis- 
cussed from the standpoint of their ex- 
perience in selling insurance. 














J. B. REYNOLDS 


President Kansas City Life 


The entire series of intensively edu- 
cational sessions, from Tuesday to Fri- 
day, morning and afternoon, was at- 
tended by practically all of the 200 dele- 
gates present. Tribute was paid Presi- 
dent Reynolds on many occasions. 


Was “Family Conference” 


This was a family conference, in the 
words of President J. B. Reynolds in 
his delivery of the opening address of 
the business sessions. And there were 
few outside speakers. Among those not 
connected with the company who spoke 
was T. W. Blackburn, general counsel 
of the American Life Convention, who 
talked Friday morning on policy con- 
tracts, covering legal and_ technical 
phases. 

The series of meetings was closed 
with an inspiring address by L. J. 
Dougherty, president of the American 
Life Convention. Mr. Dougherty com- 
mented on the close acquaintance with 
officers and personnel of the home of- 
fice, which the agents secured in the 
conference, and the acquaintance with 
the many elements in the business of 
the company. He urged the men to 
learn to know their company, its officers 
and personnel, and the personnel of 
the agencies, so that when they went 
out to sell Kansas City Life policies, 
they would carry with them an enthusi- 
asm for them. He impressed the need 
of loyalty in spirit and act, to the agency 
as well as the company, for best suc- 





MEET AT BINGHAMTON 


SECURITY MUTUAL GATHERING 





Managers and General Agents Hold 
Two Days’ Session—New Clubs 
for Personal Producers 





The managers and general agents of; 


the Security Mutual Life of Bingham- 
ton, N. Y., recently concluded a suc- 
cessful two days’ convention at the 
home office. 

Beginning with an address of welcome 
by President D. S. Dickenson, the first 
day was devoted to the study of a series 
of new policy contracts and the conser- 
vation of business. The meeting was 
then turned over to the agents. Indi- 
vidual problems were taken up and 
many helpful suggestions were made. 
The officials of the company are look- 
ing forward to an unusually prosperous 
year. The agents placed themselves on 
record by guaranteeing an amount of 
business for 1923 that made everyone 
sit up and take notice. 


Two Clubs for Producers 


Near the close of the convention, C. 
H. Jackson, superintendent of agencies, 
announced the launching of two _ per- 
sonal producers’ clubs, the Select Circle 
and the Top Notchers. Any authorized 
agent, general agent or manager will be- 
come a member of the Select Circle who 
will write, deliver and pay for $100,000 
of personal new business. An agent to 
qualify for the top Notchers Club must 
write, deliver and pay for $200,000 of 
persona! business. 

The company will entertain all quali- 
fied members of both clubs at the home 
office. The session will be devoted to 
training and salesmanship and to the 
consideration and discussion of agency 
problems. At the conclusion of the 
business session, the members of the 
Select Circle will be taken on a trip 
through the picturesque Finger Lakes 
district of New York State. The mem- 
bers of the Top Notchers Club and 
their wives wil! be entertained by the 
president of the company at Atlantic 


City. 








cess in selling the insurance the com- 
pany provided. 

The annual banquet was held Thurs- 
day evening, at the Muehlebach Hotel, 
President Reynolds acting as toastmas- 
ter, the chief speaker being W. E. Bil- 
heimer of St. Louis. Mr. Blackburn 
also spoke briefly at the banquet. 


The “Conference Message” 


A novel feature of the conference 
was the means taken to perpetuate its 
benefits in the publication of a steno- 
graphic report of all speeches and dis- 
cussions. The “first edition” of this re- 
port was distributed Friday, at the 
closing session—the educational material 
provided by the agents having been 
completed Thursday afternoon. A final 
edition was issued Saturday, containing 
further material, these being put out 
in full “newspaper” style. 

The “Conference Message,” as this 
publication was called, was prepared 
primarily to assist agents attending, in 
recalling ideas heard during the meet- 
ings. But it will be used in the depart- 
ment of instruction, both for distribu- 
tion, and as the basis of further devel- 
apment of the educational material 
brought out in the conference. 

Another feature of the conference was 
the emphasis on the care as to renew- 
als. While C. N. Sears, secretary of 
the company, discussed this matter for- 
mally in his talk during the conference, 
many speakers touched upon it. The 
company is planning to devote specific 
attention to a renewal department, one 
of the officers it is said preparing to 
give much time to it. 


The Central Life of Des Moines has 
been admitted to Tennessee, 





ANNOUNCE PLANS FOR 
“Y’ INSURANCE SCHOOLS 


National Association Gives Data 
on Program, Previously An- 
nounced by Eliason 


TO COVER ALL COUNTRY 





Schools of Life Insurance Salesmanship 
to be Set Up by All Local 
Associations 





Announcement has been made by the 
National Association of Life Underwrit- 
ers of the completition of plans for the 
operation of the Y. M. C. A. schools 
of life insurance salesmanship on a na- 
tional scope, as outlined by President 
A. O. Eliason in his sales congress 
speeches through the west. The growth 
of this specialty training is traced by 
the association in its announcement and 
the details of the proposed plan, which 
is put up to the local associations for 
definite action, are outlined, a full course 
of study being given as an example for 
the guidance of those undertaking the 
work. The association’s comment on 
the growth and scope of the idea is as 
follows: 

Started in Minneapolis 


“When the joint announcement of the 
Minneapolis Association of Life Under- 
writers and the Minneapolis Y. M. C. 
A. was made last fall, of the inaugura- 
tion of a course in life insurance sales- 
manship under the direction of the 
Minneapolis ‘Y,’ the news was really 
of more far-reaching significance than 
was at first apparent. For since that 
time the idea has taken root and is now 
responsible for a general movement 
which is intended to place a course in 
life insurance salesmanship in every Y 
M. C. A. where the support of the local 
association is sufficient to make the idea 
workable. and practical. 

“It was through the efforts of Harry 
T. Miller, agency director of the New 
York Life, O. E. Seiler, general agent 
of the Phoenix Mutual in Minneapolis, 
and A. H. Speer, educational director of 


the Y. M. C. A., that this course was 
instituted in the ‘Y’s’ School of Com- 
merce at Minneapolis. The course is 


under the direction of D. E, Baker, of 
the Northwestern Mutual, and I. W. 
Congdon, of the New York Life. 

To Stage National Campaign 


“In the country-wide campaign about 
to be started to jointly interest local 
*Y’s’ and local life underwriters’ asso- 
ciations, the principal characters are the 
general Educational Committee of the 
‘Y,’ Edward A. Woods, chairman of the 
National Association’s committee on 
scientific salesmanship, and Dr. John A. 
Stevenson, formerly director of the life 
insurance salesmanship course at Car- 
negie Tech, and now second vice-presi- 
dent of the Equitable of New York. The 
immediate liaison with the ‘Y’ has been 
established through Arthur H. Myer, 
director, department of commerce, of 
the United Y. M. C. A. Schools. Mr. 
Myer has now started on a tour to in- 
terest local ‘Y’ secretaries in the propo- 


sition. 
“The ‘Y’ courses should not be con- 
fused with the standard, intensive 


courses’ offered at Carnegie Tech, Uni- 
versity of Denver, New York University 
and the University of Oklahoma, but 
there has been a distinct need felt for 
briefer courses open to those who could 
not afford the time and money to take 
advantage of the regular standard uni- 
versity courses. As the ‘Y’ courses will 
be held in the evening—probably two 
evenings a week—it seems apparent that 
the advantages of such courses will ap- 
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peal to men who would not be attracted 
to the more advanced courses in life 
insurance salesmanship. 

Up to Local Associations 


“Mr. Woods proposes to take up with 
the local associations in the immediate 
future the advantages which will accrue 
from these shorter Y. M. C. A. courses, 
but in the meantime, it is suggested that 
it be understood that local associations 
which interest themselves in this matter 
should guarantee a sufficient number of 
students for the ‘Y’ courses to at least 
cover the expenses; that the local asso- 
ciations nominate from their members 
teaching staffs to be used by the ‘Y.’ 

“It is regarded as highly desirable 
that the local life underwriters’ associa- 
tion plan the course for at least one 
year, determining the number of semes- 
ters for which there will be sufficient 
demand in each place; the time at which 
the courses can be best begun; and that 
in no place shall the course be under- 
taken by the ‘Y’ unless sufficient inter- 
ent for at least one year ahead for the 
number of semesters required be dem- 
onstrated. For example: If a certain 
community will support but one class 
for the ensuing year that shall be de- 








cided, but if it is decided that two 
classes are possible, one in the spring 
and one in the fall, the students for both 
the spring and the fall classes shall be 
guaranteed by the local associations. 

“As to the size of the classes, it is 
thought best not to attempt a class un- 
less 25 students will avail themselves of 
the privilege offered, unless special ar- 
rangements can be made to meet condi- 
tions in relatively small communities. 
However, classes of over 50 will prob- 
ably be split up into two semesters un- 
less the community is sufficiently large 
to run the two different schools in two 
different parts of the city.” 








Michigan Bill on Incontestable 


A bill has been introduced. in the 
Michigan legislature to make life in- 
surance incontestable after it has been 
in force during the life time of the in- 
sured for two years from its date. 

The “life time” provision has been put 
into the laws of several states as a result 
of an Illinois decision holding that un- 
der the wording formerly used a policy 


HOME LIFE HAS RALLY 
HELD ANNUAL AGENCY MEET 


All General Agents and All “Honor 
Roll” Men Gathered at Home 
Office Last Week 


NEW YORK, Feb. 5.—Important 
changes in Home Life policies which 
will be further liberalized in several re- 
spects were announced at the two day 
annual convention held at the Hotel 
Commodore in this city by the Home 
Life Agency Association Feb. 2-3. This 
meeting which was participated in by 
Honor Roll Men as well as general 
agents from all over the country, 
brought out over 150 Home Life repre- 
sentatives. . The veteran president of 
the company, William A. Marshall, who 
has been with the Home Life for 57 
years, starting in as a policy clerk in 
the old home office in Brooklyn, took 
this occasion to recall the early days of 


1866 at the age of 19, this adding spe- 
cial interest to the morning session of 
Friday, the opening day. 

Give Out Service Medals 


Vice President Ellis W. Gladwin, also 
a veteran in company service, discussed 
“Executive Problems” and George W. 
Murray, superintendent of agents, who 
was recently elected second vice presi- 
dent, also were on the program and re- 
ceived enthusiastic receptions. Mr. 
Murray, in presenting the service med- 
als, had the pleasure of awarding 30- 
year emblem to hmself, but the oldest 
awarded was a 40-year one which went 
to W. A. R. Bruehl of Cincinnati. 

The presentation of these medals has 
become quite an event. An agent is en- 
titled to one after ten years of service 
and additional bars are added every five 
years. Mrs. A, Cable and F. T. Trimble 
were awarded 30 year medals in addi- 
tion to Vice President Murray and nine 
others received 20 year medals. There 
were also six in the 15 year class and 8 
who were awarded their initial medal, 
that for ten years. 

Joint meetings of both the general 








could become incontestable even after 
the death of the insured. 





company history when he joined it in 


FIGURES FROM LIFE COMPANY STATEMENTS AS OF DEC. 31, 


agents and honor men were held morn- 


1922 














Total 

Total Net New Bus. Ins. in force Gain in Prem. Total Paid policy- disburse- 

assets Capital surplus paid in 1922 Dec, 31, 1922 Ins.in force income, 1922 income, 1922 holders, 1922 ments, 1922 

Gomtsel Came. ccccccccecscesesess $ 5,473,129 $ 100,000 $ 337,816 $ 7,226,507 $ 46,095,013 $ 2,614,006 $ 1,329,753 $ 1,882,899 $ 523,419 $ 1,224,962 
CORR, GEM. cccccccccccsccecsvcecs 44,218,694 1,000,000 3,584,264 126,847,484 471,544,940 61,296,806 11,093,988 14,540,166 4 906.953 8,643,083 
Comtimemtnl, Mo. .cccccccccccccse 5,501,598 90,000 88,972 9,634,088 40,883,956 4,726,386 1,372,935 1,745,237 452,809 1,071,627 
Greet BOutNePM .ccccccccccesecce 12,134,749 600,000 275,249 19,140,397 107,475,109 3,795,058 2,889,173 3,605,211 1,281,062 2,537,688 
Great West, Canada............+. 49,198,255 1,000,000 1,348,088 56,116,675 316,121,936 29,403,171 4,769,656 12,802, 320 3,953,527 6,914,610 
Pe B.” Bs cccccesacceeeces kOe! Bere 156,031 3,149,295 Annee 8=>=S©s anes anen 563,375 748,757 203,42 423,250 
Ph Ch, crceseeeedéuceesiess 16,536,772 1,000,000 1,000,000 84,248,108 233,960,148 35,984,730 6,601,439 7,474,145 1,773,771 4,440,56 
Pe ME ccsussaaeeesaeees 384,794,284 .cccccee 18,386,766 180,753,703 1,528,749,251 112,764,502 50,771,199 67,912,695 31,311,255 40,979,139 
Pn BAO, BE. Reoudescseecenee 691,125,636 #£«........ 37,332,152 392,465,930  2,630,603,737 157,952,000 Pe 6 -eéeawkn 103,690,757 ‘iene 
PEE BOO, MEM ccc cccccecces 478,214 225,000 38,272 5,077,750 11,886,250 2,375,000 401,062 414,428 48.022 279,868 
PE) SE sessotcecssnves 3,613,987 250,000. 137,737 9,560,956 30,257,487 5,798,196 1,179,921 1,551,140 532,067 1,138,234 
BUOTORWEROETM BEUt. 2 cc cceseccese 8 8 err 33,620,640 265,781,865  2,499,629,811 149,179,513 81,828,202 110,881,382 58,729,087 74,210,881 
rE ec ce dacneeaeekees ,356,818 1,500,000 2°328,301 82,539, 631 433,715,680 43,559,637 14,928,528 19,306,564 7,321,486 12,508,636 
PUEEOOEEE EAED cccccccccesess 8,863,197 560,320 215,263 13,267,199 64,404,838 1,527,076 1,938,349 2,576,377 1,010,346 1,877,545 
Ce es ee vedecweues iv 4) errr 666,149 9,187,949 67,349,343 2,066,889 2,471,631 3,055,417 1,272,090 2,094,797 
Wee GOOGE TAO ccccvccececsics 7,796,800 250,000 416,985 11,992,197 51,665,266 4,981,728 1,929,869 2,614,815 716,542 1,657,168 
 acmmamenamen = rete 
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INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION DOLLARS IN SECURITIES. 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE :: 
The Growth of Oak—The Solidity of Granite 


CONSERVATIVE 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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n of 
also } 
seed | FINANCIAL CONDITION 
who | 
resi- if | C 
d re- 
: West Coast Life Insurance Company 
y 30- 
ides ° ° ° 
ene San Francisco, California 
s has 
vice STATEMENT, DECEMBER 31, 1922 
imble ‘ 
addi- 
nine Bl ADMITTED ASSETS: 
mee | Home Office Building and Other Real Estate......................4. $ 867,190.59 
First Mortgage Loans (secured by property appraised at $3,345,977)... 1,384,834.15 
a | ee ee ee ones paar aaeedeas aa ese hbends 49,250.00 
Policy Loans and Premium Notes........... TE Eee 1,592,904.16 
——F (Within Reserve) 
| Bonds and Stocks owned... . 0... cee 3,170,967.27 
Net Premiums outstanding an ad oni ndanceaa eae es 317,549.08 
(Secured by Legal Reserve) 
ri Interest and Rents due and accrued...................0.00.0.00000005. 73,810.33 
arse. a os a oh swaen sep aewenrecd eae sb enententan 291,427.52 
oye eg eee eos ye cog huh aveele 808s dbeebbdsabetet eke 48,866.81 
iL Total Admitted Assets....... 0.0... cnn $7,796,799.91 
nee || LIABILITIES:: 
pros Reserve on all outstanding Policies...............00000 0000000 cue $6,625,043.37 
38234 | Reserve for losses incurred 2.0.00... es 48,095.90 
8 836 | Interest and Premiums Paid in advance............................. 35,012.92 
tet | Reserves for taxes payable during 1923........................000... 70,243.61 
716 | oss aveibive ds oe bb aahnerudncendnes 32,409.12 
= | i lg ll $250,000.00 
Assigned Surplus (Deferred and Annual Dividend Funds) .. 319,010.14 
Unassigned Surplus............... 2.0.00 $416,984.85 
ey I ne owas vce necencs¢ebecsecsvdecdecsecevcecas 985,994.99 
NES ovals el ws ibs Moh ed ae dnV dda eeu thoes cute cheshanen suet $7,796,799.91 
INCREASES MADE DURING 1922: 
| Surplus to Policyholders 
| $237,368.40 
| Unassigned Surplus 
| $169,651.65 
| Admitted Assets 
| $1,001,541.40 
| GROWTH OF COMPANY 
Dec. 31 Admitted Assets Insurance in Force (Paid for Basis) 
1906 $231,916 29,000 
1908 $368,632 $3,819,500 
1910 $680,954 $6,735,190 
1912 $1,675,619 $16,687,503 
| 1914 $2,391,461 $23,901,821 
| | 1916 $3,027,944 $25,322,234 
1918 $4,131,518 $34,867,688 
| 1920 $5,809,869 $46,101,538 
1922 $7,796,799 $51,665,266 
JOHN A. KOSTER, President 
CHAS. W. HELSER GORDON THOMSON 
| Vice President and M¢gr. Agencies Vice President and Actuary 
J 
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ing and afternoon on Friday the open- 
ing day, J. Roy Robbins, president of 
the agency association being presiding 
chairman of the first session and 
George R. McLevan of Chicago, having 
the second session that day. 

The meeting Saturday morning was 
exclusively for general agents and John 
H. Scott of Brooklyn was the presiding 
chairman. This session was devoted to 
agency problems such a the develop- 
ment of agents, how to secure them, 
standardization of sub-agents’ contracts 
and similar topics. On Saturday after- 
noon the business meeting of the gen- 
eral agents was held, concluding with 
the election of officers. 


Announce Policy 


At the time of the Toronto meeting 
of the National Asociation of Life Un- 
derwriters last Fall, a meeting of the 
executive committee of the Home Life 
Agency Association was held and the 
company was petitioned to make cer- 
tain changes to liberalize its policy. 
These changes having been worked out 
at the home office, have now been ap- 
proved and announcement that the rec- 
ommendations had been adopted was 
made at the convention last week by 
Second Vice President Murray. They 
were received with much applause by 
the general agents present, who looked 


Changes 





upon them as marking a new milestone 


in the company’s progress. 


The front page of the new policy 
form will be a demonstration of “What 
I Pay For and What I Get.” It will 
contain the amount of the policy, name 
of beneficiary and that of the insured, 
the amount of the premium, signature 
of the officers, etc. The policy pro- 
visions will be re-arranged in a more 
logical order. The automatic premium 
lien will not become operative until the 
premium dividend has become ex- 
hausted. The clause permitting changé 
of beneficiary is to be more flexible. 

The settlement option has been broad- 
ened and four choices of plans are now 
open, including the holding of the pro- 
ceeds at interest and the payment of 
instalments for fixed amounts or for 
fixed periods or for the life of the bene- 
ficiary. 

The new term rates are based on the 
American Men Table of Mortality. He 
explained that under previous term 
rates old men were not paying enough 
and young men were paying too much. 
He then gave illustrations of the new 
rates which at the younger ages are 
from $1.50 to $2.50 lower than the old. 

A great ovation was given Vice-Presi- 
dent Murray when the chairman of the 
meeting, Mr. Robbins, presented a sur- 
prise tribute in the form of applications 





for $3,254,000 which surpassed the writ- 
ings for any January except the peak 
year of 1920. The occasion was his 
60th birthday as well as his 30th with 
the company. 

he Home Life’s leading general 
agent for the year 1922 was Lorin 
Hord, of Minneapolis. His production 
was a round $1,000,000 and therefore he 
appeared on the program on the sub- 
ject, “The Most Effective Way To In- 
troduce the Subject of Insurance to 
Different Classes of Prospects.” 

The election of officers for 1923 for 
the Home Life Agency Association re- 
sulted as follows: President, Hoyt W. 
Gale, Cleveland; vice-president, C. A. 
La Croix, Portland, Maine; secretary- 
treasurer, C. F. Sheedy, Pittsburgh; 
chairman of executive committee, J. 
Roy Robbins, New York City. 


Indiana Insurance Bills 


The only bills now pending in the 
Indiana legislature in which insurance 
representatives have much interest are 
Senate Bills 142 and 145, companion 
measures, to permit insured under life 
policy to make beneficiary revocable or 
irrevocable. These two bills were 
drawn up by the Life Underwriters As- 
sociation and would be of some help to 
life insurance salesmen if passed—now 
on third reading in the senate. 




































































The Pacific Mutual Life I C 
———— ———OF CALIFORNIA—_______—__—_——————— 
RESULTS FOR 1922—FIFTY-FIFTH YEAR 
ie Bs ea BAR Bie BO MID eo. cccccnccccccceccccasccececes cocccasesecsesed 00 

Total Life Insurance in Force, December 31, 1922... .. 2.0.0... ccc cece cece ccc ccccccceccces 433,715,680.00 
SR PS DSTI RED SIR SE pre yen nc etn Sm 43,559,637.00 
a RR RR TS ou a Ag Og See rere 23,820,565.70 
es ha ere Sa ne Wiebe Gada kekbe eda ak hel Ghkininds Week ene eee 2,839,638.74 
ie ik a beiad pian esee tes ches shieseenhhoesbs amenniches eeeubis 8,633,724.23 
Grand Total Paid Policyholders since Organization..................... 0... eeeeeeeeee 84,838,753.54 
Surplus, Assigned and Unassigned (Exclusive of Capital).................6. cece eee eee e ees 7,039,799.68 
ee ee aes aie saad Ghxa4beed RAStS Sade mER ASKED Need enceeewawnien 96 
I Sed eS ie GaN SG eS ANA 4 SONAR US EHS lg aw AS e Newnan 8,157,567.32 
Ese e.g SERN Pee ad eed aes eeaie kid eiaiedbeda sehen 6,600,554.42 
Premium I coy kc ccne eheeeeReheseeeietksels <caseneeseeneten 4,196,077.57 
eh ie, 5 us 205 SGN SOS SEN EEEETE REGRET ON Shire de KER DESO DKS 386,275.97 
Aerewnatn Tinbe OF Teterent TatRiG oon o cc ccc cc cccccccccccccesveccteccceees sescceecsesecens 6.54% 
ee i os cen tatcakeed<eeecanensneseaaeeeKh Ween Tew biebevasendaness 46.8 % 
BALANCE .SHEET—DECEMBER 31, 1922 
ASSETS LIABILITIES 
.oans : ST Re 1,585,699.58 iain 8 
Loans on Oi Loan des es exceci ii Reserves on Policies........ccccccccs $62,264,281.17 
Statutory percentage of appraised value. Claims in Proc f Adjustment.... 1,220,715. 
Loans on Approved Collateral....... 4,044,008.26 P r niece ae Ad — 
Loans to Policyholders.............. 12,403,313.34 remums and interest Fai mm Ac- 
we ee - p aa _neant pt ice canst tien WIE « ects DeAcmensaweensecNacesacs 337,408.22 
Whales WEE <cacseccecesssscssesass 13,363,769.13 ‘Reserved for Taxes Payable 1923..... 492,500.00 
Real Matate Crmed......cccsccccsvces 6,940,363.05 All Other Liabilities. .........scce0s- 502,114.41 
Including Home Office Building. Including $193,738.94 for Agents’ Commis- 
Interest Due and Accrued...........- 1,028,502.35 sions in Accident Department. 
Outstanding and Deferred Premiums: ee 
Life Department......cccccccccces 1,673,779.68 Total Liabilities, $64,817,018.80 
ident D t D. oraunweneey 735,969.13 : 
pe as Me Cann ts ths Conte DI pice svcceckesk nsec $ 1,500,000.00 
ities, . . 
“as ide... nacnciisnnetitetieniess 1,518,070.65 Surplus Set Aside for Future Div- 
ae one tei btadl of Dupeaiia’ dooming idends to Policyholders........... 4,711,498.70 
I st. 
Gir TIONS vc vcsecvnsaccesssaraptun 63,343.31 Surplus Unassigned ................. 2,328,300.98 
TOTAL ADMITTED ASSETS. . .$73,356,818.48 So a ee $73,356,818.48 
TEN YEARS’ GROWTH 
Y Cash Admitted *Total tLife Accident | Paid Policy- 
anal Income Assets Surplus Insurance | Premiums| holders 
| -| $ 8,199,097 243, $2,915,116 $133,309,014 | $1,739,392 $2,965,293 
| a 9,506,116 32,604,612 3,989,846 154,525,447 1,876,579 3,690,792 
ae «»| 10,403,191 38,727,197 4,932,025 171,913,618 2,012,257 4,344,645 
_ Sane 12,149,531 432,696 5,039,329 208,647,520 2,042,122 5,133,303 
2a 18,840, 58,294,497 6,958,112 350,408,951 3,326,492 5,358,054 
SEE 20,980,927 65,199,251 ,639,5 390,156,043 809,802 7,612,662 
OR 23,820,566 73,356,818 8,539, 433,715,680 4,196,078 8,633,724 
*Includes Surplus Assigned and Unassigned and Capital Stock. 
+ Paid Business. 
HOME OFFICE, LOS ANGELES, CALIFORNIA 























FIGURES FROM KANSAS 


LIFE COMPANIES’ STATEMENTS 





Good Progress Is Shown by Those 
Which Are Domiciled in the 
Sunflower State 





Statements of the condition of life in- 
surance companies with home offices in 
Kansas all show commendable progress, 
especially in view of the conditions 
which have existed throughout the agri- 
cultural regions. The first Kansas com- 
pany to report was the Farmers & 
Bankers of Wichita, whose figures were 
given last week. 

The annual statement of the Kansas 
Life of Topeka shows business in force 
Dec. 31, 1922, of $12,330,702. The com- 
pany gained more than $60,000 in net 
surplus in 1922 and also showed a good 
increase in net assets, which are now 
$1,584,304. The company has on deposit 
in the state treasury of Kansas for the 
protection of its policyholders approved 
securities amounting to $1,100,781. Like 
many other companies operating in the 
agricultural section, it had a very heavy 
lapse ratio and during the year excep- 
tionally good work was done on rein- 
statements. The mortality record for 
last year was very good. 

The Kansas Life began writing busi- 
ness in August, 1914. J. H. Edwards, 
the president, also looks after the agency 
department and spent much of his time 
in the field. W. H. Eastman is secre- 
tary-treasurer. Plans are now being 
drawn for a new home office building 
for the company, facing state house 
square in Topeka. 

Good Gains Reported 


The National Reserve Life of Topeka, 
@& which George Godfrey Moore is 
president, wrote approximately $7,500,- 
000 last year, making more than $17,- 
000,000 of life insurance written in the 
two years of the company’s existence. 
It started writing business -in January, 
1921. In 1922 it showed a saving in 
mortality of 51.6 percent, a gain in in- 
surance in force of 24.5 percent, a gain 
in gross assets of 67.2 percent, a gain in 
admitted surplus 105.6 percent. The 
company is now operating in Minnesota, 
Iowa, Nebraska, Missouri, Kansas, Ok- 
lahoma, Arkansas and Texas. 

The Manhattan Mutual Life of Man- 
hattan, Kas., gained $1,400,000 in insur- 
ance in force in 1922, which is a gain of 
almost 100 percent. At the close of 1922 
it had $3,000,000 insurance in force. 
January, 1923, was the best month in its 
history, with writings of $325,000. The 
company started writing business four 
years ago and now has agents scattered 
pretty well over the state of Kansas. It 
expects to show a nice increase both in 
surplus and insurance in force by the 
end of 1923. The mortality record for 
last year was high. H. M. Leonard is 
president and J. J. Donelan is agency 
director. 

_ The Bank Savings Life of Topeka in 
its annual statement shows assets of 
more than $2,300,000. Its surplus is now 
over $200,000, showing a gain of $22,000 
in 1922. The company is now 14 years 
old, being the oldest Kansas stock life 
insurance company. It paid 6 percent 
dividend last year, as it has done for 
the past eight years. The company op- 
erates in Kansas and Missouri but prac- 
tically all of its business is in Kansas. 
It held its own in business for 1922, 
which is considered very satisfactory 
in view of agricultural conditions in 
Kansas last year. 

_ The directors have just held a meet- 
ing at- which they were unanimous m 
selecting E. H. Lupton, Jr., as president 
to succeed his father, who died recently. 
All other officers were reelected. 
Sallee, the secretary, is an important fac- 
tor in the business. 

The company is issuing a new line of 
policies on the old age endowment plan. 
It is also putting out a new policy, the 
first two years term and after that 18 
pay life. 
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POINTS TO DANGERS 


ANALYZES FOREIGN BUSINESS 





James L. Madden, in Omaha Speech, 
Says Conditions in Europe Can 
Be Taken as Guide 





OMAHA, NEB., Feb. 7.—Three hun- 
dred Omaha insurance men gathered at 
the Chamber of Commerce for the an- 
nual insurance dinner, under the auspices 
of the insurance committee of the 
chamber on Monday evening. 

H. O. Wilhelm, chairman of the in- 
surance committee, introduced Walter 
W. Head, president of the Omaha Na- 
tional Bank and president of the Cham- 
ber of Commerce, as toastmaster. The 
principal talk of the evening was made 
by J. L. Madden, manager of the insur- 
ance department of the United States 
Chamber of Commerce. 


Discusses Foreign Conditions 


Mr. Madden spoke of the existing 
conditions of insurance in Germany, 
Switzerland, Italy and Great Britain 
and the opportunity for the insurance 
interests in this country to study the 
conditions there with a view to profiting 
by that study in making the necessary 
provisions for stability of insurance in 
this country. He said that the United 
States Chamber was getting all the in- 
formation possible on the subject to 
help in that study. Owing to the depre- 
ciation of the German currency, he said, 
the insurance companies were having 
runs on them from their policyholders 
and that the average Swiss policyholder 
was only able to get 20 percent of the 
surrender value of his policy in cash 
and the balance in a 20-year note; that 
the Swiss government was arranging for 
a fund two-thirds to be provided by the 
German government and one-third by 
the Swiss government for the handling 
of these settlements and that the Swiss 
were very much put out that they should 
be called on for any part to make up 
the shortage in insurance in a foreign 
company. The situation in Italy was 
said to be resulting in Mussilini’s insist- 
ing that the government go out of the 
insurance business and that in Great 
Britain the fire loss had been much 
lower than in previous years in spite of 
the bad industrial conditions. American 
companies were reported to be increas- 
img reserves against disaster as a result 
of their study of these conditions. 


Guides for American Policy 


Mr. Madden says that four things are 
important from these experiences of 
those countries: First, that American 
companies guard against excessive loss 
Tatios and depreciation of securities; 
second that state insurance be discour- 
aged and that states tear a leaf out from 
the experience of Italy-Insurance busi- 
hess is no place for government; third 
that we have great strength in de- 
pendence on our financiers to keep things 
level; and fourth that we study the mat- 
ter of a lower loss ratio on fire insur- 
ance in Great Britain in an unfavorable 
industrial period as against our experi- 
ence of a higher loss ratio during the 
Same period. These subjects he said 
opened a wide field for investigation and 
Study by the insurance divisions of 
chambers of commerce and that the 
United States Chamber was ready and 
Willing to help. 

The speaker urged particularly a 
greater co-operation of existing organ- 
izations and a study of the problems of 
the business, the subject of lapses, of 
waste and fire prevention and especially 
an education of the policy holder to the 
conditions of his contract. He pointed 
out the benefit that would accrue in mat- 
ters of legislation and especially as to 
taxation if the policyholder knew all. 
en” Madden told the insurance men 

at the insurance division of the Omaha 
chamber represented the largest body of 
policyholders in the community and that 
teurance should be an open book and 
bg if the policyholder who was really 
re boss understood insurance thoroughly 

ere would be trouble of legislation or 











THE 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Financial Condition, December 31, 1922 


PD Ce, TA gg vn hb eb ce banked ees csencseses 
(On property appraised at $30,528,597) 

i ee a a ae aah eek baa ee 6 0:8 
(The new Home Office building under construction and 
the present Home Office building.) 

Ree Bs GE GEE nn cc cccccccwcntcccevses 
(All of the highest class with investments well diversi- 
fied. ) 

SES EE SFI ET TT TP TOE STP TLE TTT 
(All earning interest except $53,330.34) 

Policy Loans and Premium Notes.............+2++++: 
(These are accommodations extended to individual 
policyholders and are amply secured by the cash values 
of their several policies. ) 

Interest due and accrued to December 3!1.............. 

Net premium in course of collection...............+.. 

eee PTC CTT Te Tar. COLT Tee 


(Cost over $150,000) 


I atl a se Bd atl 


LIABILITIES 


Policy, disability and double indemnity reserves on deposit 
with State of Indiana complying with the Indiana statutes 
safeguarding policyholders .............+e0ee00005 

Premiums and interest collected in advance............. 

Reserve for taxes payable in 1923.............00000. 

Death claims reported on which no proofs have been re- 
OO SE CLL TS D  RT GIT pay ey ER RARE S eed seek ERAS 
(Death, disability, double indemnity and endowment 
claims paid during 1922, amounted to $1,199,923.73.) 

Amounts set aside for or already apportioned to policies... . 


new amas wae 


NN, ee ee ee ee 
SEI 5 nc occctbecsaeebdveneea $1,000,000.00 
CE cnc cance cn chs Kenceniosoc bine 1,000,000.00 
Surplus to protect policyholders. ...........-+00eeee00ee 
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$11,064,546.23 


937,296.31 
231,933.45 
1,259,729.30 


2,154,880. 31 


346,161.44 
506,224.60 
Charged Off 





$16,536,771.64 


$13,729,420.20 


86,636.40 
142,374.98 


148,372.91 
319,453.22 


58,721.33 
51,792.60 


2,000,000.00 





$16,536,771.64 





In 1922 the actual to expected mortality was 42 per cent. 











Insurance Paid for in 1922......... $ 84,248,108.00 
Total Insurance in Force Dec. 31, 1922. 233,960,148.00 


Gain in Assets in 1922............ 
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Another growing reason why it pays to 


3,732,692.35 
500,000.00 
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Lincoln Life Building 


‘=/ Insurance Company 


‘‘Its Name Indicates Its Character’’ 


Fort Wayne, Ind. 
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taxation. He called attention to the 
difference it would make if a legislator 
instead of going home and saying we 
taxed the insurance companies would 
have to say we taxed you. 

All the expenses of the vast number 
of bills introduced in legislation was 
asserted as paid for by the policyholder 
and that the expense and trouble of the 
state barrier due to the different rulings 
of different commissioners was paid for 

by the policyholder. If the policyholder 

was educated to the full meaning of in- 
surance and thoroughly understood it a 
foundation would be laid that would sup- 
port the fights against the uneconom- 
ically sound policy of compulsory invest- 
ment state insurance and excessive tax- 
ation. 

On the subject of education Mr. Madden 
emphasized two essential things, the 
matter of fire prévention as against fire 
waste and the matter of loss of life from 
the automobile. He said that these 
things could not be remedied at once 
and that they must be accomplished by 
a long and organized campaign. 
said that if the traffic laws did not have 
teeth in them put teeth in them and 
that if a man was going to drive a car 
see that he knows how to drive. 

The members of the insurance division 
were urged to call on the national or- 
ganization for any help that they needed, 
to see that insurance was an open book 
that the policyholder might read, with 
nothing concealed, that insurance was 
interdependent on the public and by this 
policy would develop bigger and better 
with time. 


He }, 








INHERITANCE TAX 


LIFE INSURANCE | 





EW YORK, Feb. 7.—Charles F. 
Sheridan, supervisor of the bureau 

of business insurance of the Equit- 

able of New York, with headquarters 
at the home office, was asked the other 
day whether in trying to stimulate 
among agents the sale of life insurance 
to cover inheritance taxes he did not 
find that these agents genera'ly have 
an idea that this form of life insurance 
protection can be supplied only after a 
detailed study of the whole subject has 
been made. In other words, do not 
most agents think that life insurance to 
cover inheritance taxes is a complicated 
proposition, and one that the average 
life insurance salesman cannot handle? 
“Yes,” replied Mr. Sheridan, “but 
that is where they have entirely the 
wrong idea. There is nothing easier to 
understand than inheritance tax life in- 
surance. It is like this. On the day 
that a business man dies a fire is going 
to occur immediately after his death in 
one of his properties and destroy a cer- 
tain amount of value. It is as if the 
man knew in advance just how exten- 
sive and damaging the fire was going 
to be. That is al! there is to inheritance 
tax life insurance. On the day that any 
man of wealth dies the inheritance tax 








laws are going to step in and take away 
from him a certain sum of money that 
can be determined in advance. The ef- 
fect of this is the same as that of a dam- 
aging fire. In either case values that 
have accumulated are destroyed. 

“If an agent can understand this (and 
who cannot?) then he can sell life in- 
surance to cover inheritance taxes. The 
details can be acquired later, or sup- 
plied by the home office, or perhaps 
learned in conference with an assured’s 
attorney. The point is to sell the idea. 
When the assured can be made to see 
that even though he has an estate of 
$700,000, the inheritance taxes are going 
‘to take away $10,000, the necessity for 
covering this loss becomes quite obvi- 
ous. It is not necessary for life insur- 
ance men to make attorneys of them- 
selves, or to spend long hours digging 
through law books or anything of the 
sort. They need only to see that in- 
heritance taxes destroy values that have 
been accumulated, and which men of 
wealth intend to pass on for definite 
purposes, and in fixed amounts. When 
agents know this, and see what a strong 
talking point it gives them they can sell 
inheritance tax life insurance. The de- 
tails will take care of themselves.” 
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Kansas. 


THUS SHOWING ITS NET 


above. 
THE COMPANY HAS PAID 


J. H. EDWARDS 
Presid 


ent 





It has collected in advance interest and premiums, amounting to 


It expects to pay for taxes on account of the year 1922 
and for other obligations not yet due 


TO COVER THIS TOTAL LIABILITY of 


It has cash in office and banks at interest of 
upon which there is accrued interest of 


It owns high grade municipal bonds of market value in excess of 
upon which bonds, there is interest now accrued of 


It has other well secured assets in the net amount of 


OR Dic cw cenccssscsorsesscesensees 
an amount exceeding its liabilities to policyholders and general creditors by.............. 
which sum is held as security to its policyholders in addition to the reserve fund shown 


THE OFFICERS AND DIRECTORS OF 


The Kansas Life Insurance Company 


TOPEKA 


ARE PLEASED TO PRESENT THE FOLLOWING 


STATEMENT: 


of the Condition of the Company at the Close of Business December 31, 1922 


THE COMPANY HOLDS for the protection of its outstanding policies, a reserve fund as 
lay 505 snc sednnd Sore Skee CUNESKWe cS1eears ee weaRinednsedaueneceeueeed $ 


As an absolute protection for this, it has on deposit, in the Treasury of the State of Kansas, 
approved securities amounting to $1,100,781.45. 


It also holds for the protection of certain supplemental agreements with its policyholders, an 
Ne ND oo g one nnn 90400008 EARS KOREN ONS NOC CRERER See NETORSEtSSSEROCSEOOCeS 


It is obligated to pay under death claims, certain annual or monthly installments, the present 
Se EY Ge ad caee wae dnd. rend RSE CA ORONKEEK DENS SEEEEL ORR SESS EATERREEDE DABS CRESS 


It stands ready to pay on account of death losses, under which proofs have not yet been com- 


THE COMPANY OWNS unincumbered real estate conservatively valued at.............. $ 


eS Ml cnc crcrenikdeneabhnd edeteds eed peaseseensenysceeeserceanseseees 
secured by first liens on real estate appraised at over $2,000,000.00 on which there now is 
MSCTWO Tberest OF... ccscccecccccccccccccevcccsccccceeececcceececcesccosccccscccces 


It has net premiums now due and in process of collection and in loans on policies.......... 
all of which is fully secured by the reserve deposit with the Treasurer of the State of 


DEATH CLAIMS o 


PAID UP CAPITAL STOCK $422,650.00 
F. ar SCHOLLE 


ice-President and Med. Director 





Some very desirable boreery agen in Kansas, Oklahoma and Nebraska. 


Write Mr. Edwards, 701 Jackson Street 


eoeeecccsccccoscoes $ 792,715.61 


eee ee eee eee eee ee) 
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POTTTITTTTTT TTT ee $ 1,584,304.75 


See eee eee eee eee 


f 
and has made TOTAL PAYMENTS TO POLICYHOLDERS of...... 
It now has paid for insurance in force amounting to 


eee eee eee eee eee 


eee ee ee 


737,621.10 


20,170.32 


11,213.43 


6,359.80 
2,030.75 


11,538.59 
3,781.52 


11,861.40 
854,573.75 
20,460.21 
94,646.86 


248,410.76 
1,018.26 


327,189.16 
7,407.23 


18,737.12 


791,589.14 


221,200.86 
289,599.29 


ececeoeneeugeeeeen $12,330,701.69 


W. H. EASTMAN 
Secretary and Treasurer 








Ten Leading Personal 
Producers in 1922 as 
' Listed by Companies 


DDITIONAL lists of the ten lead- 

ers in personal production for 
their respective companies in 1922, sev- 
eral having been shown in last week’s 
issue of The National Underwriter, are 
as follows, given in the order of their 
rank as producers: 

New York Life—H. B. Rosen (de- 
ceased), 44th Street, New York; Law- 
rence Priddy, Manhattan; Henry Ham- 
mond Cobb, Birmingham; W. D. Mc- 
Gurn, Manhattan; Abram L, Libman, 
44th Street, New York; Alex. Dumas, 
Seaboard; Joseph A. Waterman, Bronx; 
Michael Rubin, Yorkville; A. E. Duran, 
Oklahoma; A. L. Farmer, Oklahoma; 
Isidore Spiegel, Park Row. 

- © 

Equitable Life of New York—Jos. 
Abrahams, New York; T. M. Riehle, 
New York; I. J. Dahle, Milwaukee; J. 
E. B. Sweeney, Wheeling; J. D. Free- 
man, Baltimore; E. Z. Wallerstein, Chi- 
cago; J. Finn, New York; C. Frankel, 
Los Angeles; F. Crews, New York; I. 
Hirschfeld, New York. (No managers 
or general agents listed in company’s 
honor roll.) 

“en 2 

State Mutual Life, Mass.—H. Miller, 
Pittsburgh; S. H. Cohn, Cleveland; W. 
L. Scharles, Kansas City; A. D. Hat- 
field, Cleveland; R. A. Pick, Chicago; 
C. R. Gowen, Syracuse; J. H. York, 
Cleveland; M. T. McCormick, St. Louis; 
W. H. Jackson, Cleveland; A. L. Gates, 
New Haven. 

x * 

Northwestern Mutual Life—C. E. Al- 
bright, Wisconsin; Herman Duval, New 
York; L. L. Erickson, Minnesota; N. R. 
Hill, Pennsylvania; G. V. Metzger, 
Missouri; B. C. Nelson, Illinois; R. R. 
Reid, Illinois; W. Rowley, New 
Jersey; W. L. Shearer, Kentucky; V. M. 
Stamm, Wisconsin. 

es = ¢ 


Acacia Mutual Life—F. K. Waldherr, 
Chicago; C. W. Crowell, New Martins- 
ville; J. H. Menk, Chicago; J. S. Rupert, 
Delaware; S. R. Bowman, Oakland; C. 
W. Manbeck, Philadelphia; L. RB. 
Stamm, New Orleans; D. J. Harrison, 
Richmond; H. W. Palmer, Washington; 
H. A. Wood, Columbus. 

ee 6 


Connecticut Mutual Life—J. M. Fra- 
ser, New York; R. M. Stuart, Wash- 
ington, D. C.; V. L. H. King, Minne- 
apolis, Minn.; E. W. Heller, Chicago, 
Ii.; H. H. Short, New York; S. _B. 
Rosenbaum, Cleveland, O.; M. H. In- 
sley, Philade!phia, Pa.; H. M. Hessberg, 


New York: A. Freeman, Decatur, 
Ill.; H. J. Ransom, New York. 
x * * 


Montana Life—J. N. Osborne, Lewis- 
town, Mont.; W. A. Pfister, Lewistown, 
Mont.; W. R. Church, Helena, Mont.; 
O. P. Pring, Spokane, Wash.; P. M. 
Sullivan, Butte, Mont.; G. A. Thomp- 
son, Huron, S. D.; Louis Pratt, Great 
Falis, Mont.; Geo. L. Forge, Medford, 
Ore.; R. C. Pauley, Lewiston, Idaho; 
R. W. Allen, Huron, S. D. 


xk * * 
Business Men’s Assurance—F. J. 
Fleming, Okmulgee, Okla.; J. J. Cald- 
well, Breckenridge, Texas; W- = 
Litton, Chillicothe, Mo.; H. S. McMil- 
len, Ponca City, Okla.; C. G. Duffy, 
Kansas City, Mo.; J. A. Symonds, 


Greenville, Texas; J. F. Harris, Kansas 
City, Mo.; N. H. Randall, Davenport, 
Iowa; F. W. Meyer, St. Louis, Mo.; 
O. Cabaniss, Springfield, Mo. 

* * * 


Public Savings Life—(Industrial 4 
crease) J. A. Heshey, Bicknell; 1 
E. Broadway, Clinton; W.. L. _ 
Bloomington; B. F. Bufkin, Evansville; 
E. H. Harris, Terre Haute; I. H. —t 
son, Indianapolis North; G. Bell, Sulli- 
van; C. O. Courtney, Sullivan; 


Plew, Terre Haute; J. M. Edelen, In- 
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Selecting Prospects for 


The New Year; What 
Classes Look the Best 


LOOKING over the prospects for 
1923, the life insurance agent will do 
well to make a definite plan and decide 
on a campaign. What class of pros- 
pects will he solicit? The woods are 
full of prospects and instead of going at 
it hit or miss, perhaps he should con- 
sider what his qualifications are, what 
field offers the best opportunity for him 
and then go after it. One solicitor may 
figure out that last year was a good 
year to go after the office people but 
now the man on wages is the fellow 
who has the most money to spend. He 
will, therefore, make a drive for this 
class of business. Another may use his 
head and see that doctors, lawyers, phy- 
sicians and other professional men are 
in better position to pay than they have 
been in the past. They have a!ways 
been busy but they have had a mighty 
hard time collecting the money due 
them. The last few months things have 
picked up a good bit and people who 
have allowed their doctor bills to wait 
are paying them. Current collections 
are in good shape, so the professional 
man has more money on hand now than 
he ordinarily would have. He is, there- 
fore, a mighty good prospect. 


* * * 


No hard and fast rule may be laid 
down as to what class an agent should 
go after. He must consider !ocal condi- 
tions and the acquaintance that he has, 
his own education and the class of men 
to whom he can talk with the greatest 
ease and most convincingly. 

There is a big field for business in- 
surance for the man who wants to so- 
licit business men. He can cite the case 
of John Wanamaker, who used his $3,- 
000,000 of life insurance for the good of 
his business more than once. A man’s 
credit is much bettered by the carrying 
of a large amount of insurance and 
people know that if he is paying pre- 
miums on a big policy he has the cash 
and that he is in good shape financially, 
and that unforeseen circumstances will 
not find him unprepared. So many es- 
tates have been found a great deal 
smaller than expected on the death of 
influential men that life insurance is 
taking a greater place in the eye of 
bankers and others every year. 


* * * 


In the writing of big policies, how- 
ever, there is one important factor 
which must not be overlooked. A sales- 
man’s success is kept up more or less by 
his enthusiasm. If he spends a lot of 
time on one or two big cases and hopes 
to average up by lining a few big ones, 
he may have a little hard luck, his pros- 
pect’s condition might change entirely 
and he may find himself with only one 
big contract instead of a dozen or two 
little ones. So much depends on an 
agent's enthusiasm that an occasional 
sale is a very important factor. If te 
goes along for a month without landing 
a thing, it is bad for him. It is a good 
idea to have a few small cases on hand 
so that he can close up something every 
day or two. The agent who is con- 
stantly closing business goes about with 
more enthusiasm and energy and can 
talk more convincingly than the man 
who is waiting and arguing with 
some big prospect to close him. 
Chances are that if he had attempted to 
Write a few little ones along with the 
big ones, he would be in better shape to 
close the big policies. 


Would Punish “Derogatory Remarks” 


_ A bill introduced in the Michigan leg- 
islature by Representative Palmer of 
Detroit would make it a misdemeanor, 
punishable by a fine of $1,000 or im- 
Prisonment in the county jail for one 
year. or both, to make derogatory re- 
marks reflecting on the financial stabil- 
ity of fraternals. reciprocal exchanges 
and other insurers. 




















The PAN-AMERICAN 1923 PROGRAM 


PAN-AMERICAN NEW SALES PLANNING DEPARTMENT: 


Intensive training of both new and old agents. 


Circularizing for prospects in towns of 5,000 and 
over. 


Preparation and Distribution of all up-to-date.sales 
material available. 


PAN-AMERICAN UNEXCELLED NEW EQUIPMENT: 


Revised Rates and Policies, resulting in greatly 
reduced premium rates and increased Cash Sur- 
render Values. 


New Total Disability Benefit. 
New Trust Fund Agreement paying 412%. 


New 85 Year Endowment Policy on both the 20 Pay 
and Ordinary Life Plans. 


New Ordinary Life Coupon Policy. 
New Complete Coverage Accident and Health Policy. 


Intensive Development of both Accident and Health 
and Sub-Standard Departments. 


PAN-AMERICAN SERVICE INCLUDES: 


Pan-American Standard Accident Policies 
Pan-American Accident and Health Policies 
Pan-American Non-Cancellable Accident Policies 
Pan-American Non-Cancellable Income Policies 


Pan-American Sub-Standard Policies, for Under 
Average Lives 


Address: 
E. G. SIMMONS, Vice-President and General Manager 


PAN-AMERICAN 


Life Insurance Company 


NEW ORLEANS , 
U.S. A. 
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The Value of Proper Publicity 


There is in every city some life insur- 
ance man broadminded and intelligent 
enough to write a column or so on life 
insurance for one of the daily papers 
which the editors will accept and which 
the public will read. Bert Swift of New 
Bedford, Massachusetts, is such an 
agent and he conducts a readable de- 
partment on life nisurance in the New 
Bedford Times. He says nothing about 
his own company, but gives the public 
interesting facts about life insurance 
in general, with many local applications. 
In a recent issue he tells about Joseph 
as the president of the first life insur- 
ance company, refers to the amount of 
life insurance in force in New Bedford, 
compiles the amount of insurance car- 
ried by members of the local Rotary 
Club, tells of the losses of the compa- 


nies from the “flu” and the war and 
discusses the effect of prohibition on life 
insurance, the lapses of the War Risk 
Insurance Bureau, etc. In short, he tells 
the public what it wants to know about 
life insurance and jis not particularly 
concerned with propaganda for his own 
company or for himself. 

What a wonderful help it would be to 
life insurance all over the country if 
some well posted agent in each city and 
town would undertake this work in his 
local daily papers. Most daily papers 
do not care for a regular daily depart- 
ment on insurance, such as they con- 
duct for real estate, finance, etc., but 
they will run a properly written de- 
partment on life insurance once a week 
if the writer has in mind what the pub- 
lic is interested in. 


Life Insurance Twisting Destructive 


Tue subject of so-called life insurance 
twisting has come to the front in some 
localities lately. As we understand it, 
there has been no decision involving policy 
readjustment or “twisting” as it is fa- 
miliarly known. No one will deny but 
there are cases where a life insurance 
policyholder needs his insurance changed 
or adjusted to meet changed conditions. 
When one purchases life insurance he can- 
not predict his financial or family condi- 
tion far in the future and hence there may 
be need for some change to fit the new 
program. 

In our opinion, however, such changes 
should be made entirely within the com- 
pany with which one is insured. This can 
be done more economically and more sat- 
isfactorily to the policyholder than any 
other way. Any company is always glad 
to make these changes where it is to the 
benefit of the policyholder. 

In a recent issue we printed statements 
from three or four of the leading insur- 
ance superintendents of the country on 
the subject of twisting. They are men 
who look at life insurance practice from 
the standpoint of the public official. They 
are not viewing the field for the benefit 
of the insurance companies or insurance 
agents merely. They have in mind the 
public interest of life insurance and how 
it can best be served. 

It will be well for the men engaged in 
life insurance work to read carefully the 
statements made by such insurance com- 
missioners as PLATT WHITMAN of Wiscon- 
sin, president of the NationAL CoNvEN- 
TION OF INSURANCE COMMISSIONERS; FRAN- 
cis R, Sropparp, insurance superintendent 
of New York; Leonarp T. Hanns, in- 
surance commissioner of Michigan; EARLE 


N. Rocers, then commissioner of Ten- 
nessee; B. W. GEARHEART, at the time 
superintendent of Ohio, and others, who 
have spoken plainly and freely regarding 
this practice. Without a single exception 
they look upon life insurance twisting as 
destructive and not to the financial advan- 
tage of the assured. 

THe NATIONAL UNDERWRITER in de- 
nouncing this practice might be accused of 
partisanship, However, the insurance com- 
missioners, being impartial public officials, 
look at this practice with a judicial mind. 

Twisting destroys confidence in the legal 
reserve life insurance system. When a 
man buys a legal reserve policy he has 
purchased a good contract. He is not pay- 
ing for a speculative enterprise. The 
premium he pays is purchasing so much 
indemnity or investment. He is not being 
overcharged. Regardless of the kind of 
policy that he has, he possesses something 
that is worthwhile and that is worth all 
that he is paying for it. There may come 
a time when it will be to his advantage to 
have his policies arranged on a different 
plan, This can be done easily and without 
cost to him. The change should be brought 
about within the company in which the in- 
surance is written. 

The fact that the great body of life in- 
surance men regularly attached to standard 
companies are unanimously opposed to this 
practice is proof enough that it is against 
public policy. 


Some salesmen travel so fast trying to 
catch up with the fellow ahead that they 
never see the crowd behind. 


It’s never easy all the way except down 
hill. 





James B. Thorsen & Sons of Chicago, 
insurance brokers, have completed the 
writing of $1,000,000 on a single life, 
with the addition of a $50,000 policy sold 
last week to Jay C. Hills, president of 
Peck & Hills Furniture Company of 
Chicago. The interesting feature of this 
sale is that Mr. Hills, who is now 50 
years old, is an outstanding example of 
the development of an insurance pros- 
pect. Thirty-two years ago Mr. Hills 
was rejected as unfit for life insurance 
and last week, at the age of 50, the same 
physician who rejected him completed 
his full line of $1,000,000 in life insur- 
ance. Mr. Thorsen is one of the veteran 
life underwriters in Chicago whose name 
appeared in the lists of leading pro- 
ducers many times. 


A remarkable photograph of former 
President Morgan G. Bulkeley is being 
hung in the main lobby of the New York 
branch office of the Aetna Life. The 
picture is done “in gold” and reflects a 
likeness which is most striking. A 
similar picture, also photographed in 
gold, has been hung in the quarters of 
the Association of Life Insurance Presi- 
dents in New York. 


Joshua D. Powers, founder and first 
president of the Commonwealth Life of 
Louisville, Ky., died at his home in 


Louisville last week at the age of 78. 


Mr. Powers, one of the veteran life in- 


‘surance men in that city, had been in 


failing health for over a year. He was 
chairman of the board of directors of 
the Commonwealth Life, having re- 
signed a year ago as president to take 
the new office. Mr. Powers has also 
been an outstanding figure in business, 
serving as president of the American 
Bankers’ Association for 15 years. He 
was engaged in banking and the practice 
of law for 30 years. In addition, Mr. 
Powers held several public offices and 
was actiye in local business affairs. 


George W. Ayars, president of the 
Life Underwriters Association of Los 
Angeles, who has been confined to his 
bed since Jan. 2 as the result of severe 
injuries received by being run down 
by an automobile, was down town last 
week for the first time since the acci- 
dent. While no bones were broken, an 
x-ray of the injured leg showed that the 
ligaments were torn considerably, and 
it will be necessary for him to exercise a 
great deal of care in its use until a com- 
plete recovery is effected. 


E. E. Sallee, secretary of the Bank 
Savings Life of Topeka, Kan., has just 
been married to Miss Claribel Lupton. 
Miss Lupton is a daughter of E. 
Lupton, who until his death was presi- 
dent of the Bank Savings and a sister 
of E, H. Lupton, Jr., who is now presi- 
dent of the company. Upon the return 
of Mr. Sallee to his office he found that 
his associates in the office had been 
quite busy. Not only his private office 
and desk were decorated, but the cor- 
ridor from the elevator shaft right up 
to his office. 


Mrs. Anne Elizabeth Allen, wife of 
H. McKay Allen, one of the veteran 
insurance men of the country, with the 
H. Wibirt Spence agency of the Mutual 
Life at Detroit, died at her home Feb. 2 
after an illness of several weeks. 

Mrs. Allen was a prominent club- 
woman in Detroit. She was a direct 
descendant of two presidents of the 
United States, James Madison and 
Zachary Taylor, and also two signers 
of the Declaration of Independence, 
John Taylor and George Penn. She 
was born in Kentucky in 1859. 


W. H. Porter, who was recently put 
in charge of the new branch office at 
Los Angeles, Cal., by the Missouri State 
Life, is a well-known insurance man of 
the coast city. He has been general 
agent of the Equitable of Iowa in Los 

















W. H. PORTER 


Angeles, since his discharge from the 
army following the war. During the 
war he was captain of cavalry for two 
years. Prior to entering the service, he 
was engaged in life insurance work in 
North Dakota, his native state. Mr. 
Porter is a college graduate and spent 
four years following his graduation in 
the teaching profession as a high school 
principal. The Missouri State Life has 
extended its branch office system on the 
coast with the opening of this office at 
Los Angeles. 


Miss Ella Robertson of the actuarial 
department of the Shenandoah Life has 
been entered in the “Shrine Popularity 
Contest” of Kazim Temple, Roanoke, 
Va. The contest started Jan. 29 and 
ends Feb. 20. Miss Robertson at pres- 
ent is holding twelfth place with an 
excellent opportunity of winning first 
place. Many of the agents of the com- 
pany are doing their utmost to assist 
Miss Robertson in carrying off first 
honors. 


Two former presidents of the Phila- 
delphia Association of Life Underwrit- 
ers, Henry Clay Lippincott and Fred- 
eric H. Garrigues, are companions on a 
cruise to Florida, having sailed a few 
days ago. Both are members of the 
“Old Guard” of the Penn Mutual. Mr. 
Garrigues has been head of the com- 
pany’s mathematical department since 
its creation in May, 1907, and Mr. Lip- 
pincott was manager of agencies for 32 
years. 

William M. Corcoran, assistant 
actuary in the insurance department 0! 
Massachusetts, has tendered his resig- 
nation to Commissioner Hobbs and has 
accepted an appointment from Commis- 
sioner Mansfield of Connecticut as 
actuary of the Connecticut department. 
He is a Yale graduate. 


ae 


Robert R. Dearden, Jt. editor of the 
“United States Review” of Philadelphia. 
is an aspirant for appointment as insur- 
znce commissioner of Pennsylvania. 


At the annual meeting of the Fedcra al 
Life held Feb. 6 L. D. Cavanaugh, whe 
has been the company’s actuary and a3- 
sistant secretary for a number of years, 
Was promoted to vice-president and ac- 
tuary. A. R. Thompson, whw has been 
assistant actuary and assistant secre 
tary, was promoted to associate actuary 
and assistant secretary. All of the other 
officers and directors were reelected. 
The company just closed another very 
successful year ‘with substantial gains in 
insurance in force, assets and surplus. 
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JOHNSON TO GREAT NORTHERN 





Resigns Illinois General Agency of 
Girard Life to Become [Illinois 
Manager of Chicago Company 





M. D. Johnson has resigned as Chi- 
cago general agent of the Girard Life, 
to become manager of Illinois for the 
Great Northern Life of Chicago. The 
Great Northern Life intends to consid- 
erably increase its production in its 
home state, and has turned the manage- 
ment of Illinois over to Mr. Johnson 





M. D. JOHNSON 
Goes With Great Northern Life 


because of the excellent record that he 
has made as manager of the Chicago 
office of the Girard. Mr. Johnson has 
had a long experience in life insurance 
work, and is familiar with all phases of 
the business. 

At one time he was an official of one 
of the southern companies, and later be- 
came an agent for the Girard Life. 
After a time, he was promoted to field 
superintendent, having charge of the de- 
velopment for western Pennsylvania and 
eastern Ohio. He remained in this posi- 
tion for two years. He was then trans- 
terred to Chicago as general agent for 
Illinois. Since assuming the manage- 
ment of the Chicago office of the Girard 
Life, Mr. Johnson has, in slightly more 
than three years, written and paid for 
over $3,000,000 of business. 

Mr. Johnson decided to make the 
change because of the strong personal 
friendship between H. G. Royer, presi- 
dent of the Great Northern Life, and 
himself. While he was a company of- 
ficial, Mr. Johnson served for two years 
on the executive committee of the 
American Life Convention, and is well 
known to a number of life company of- 
ficials, 





William F. O’Corinor 


William F. O’Connor has been ap- 
pointed manager of the Syracuse office 
of the Guardian Life of New York, suc- 
ceeding George D. Petrie, who recently 
retired from his managerial duties in 
order to devote his entire time to per- 
sonal production. Mr. O’Connor has 
only been in the life insurance business 
two years. but has gained a reputation 
in other lines of work before entering 
the life insurance profession.. He is 
President of the Syracuse Rotary Club 
and prominent among the business men 


of the city, 





C. J. Hubbard 


. Charles J. Hubbard, state senator 
trom Hodgenville, Ky., and a member 
of the general insurance agency of Hub- 
bard, Thurman & Rice, has gone to 


Louisville to become agency director of 
the New York Life. He was formerly 
general agent for the Reliance Life, and 
tor some years was in the Rosseau & 
Hubbard life agency at Louisville, 
which was general agent for the Union 
Central Life. 


M. J. Cummings & Sons 


M. J. Cummings & Sons of Akron, O., 
have been appointed associate managers 
for the Union Mutual Life for Akron 
and three adjacent counties. Mr. Cum- 
mings is well known in life underwrit- 
ing circles in Akron. 


J. W. Chappell 
J. Wallace Chappell, former assistant 
manager at Richmond, Va., for the 
Connecticut Mutual Life and more re- 





cently with this company in a similar 
capacity at Los Angeles, has been ap- 
pointed assistant manager for the south- 
ern California agency of the Missouri 
State Life at Los Angeles. Mr. Chap- 
pell is a brother-in-law of S. S. North- 
ington, former manager at Richmond 
for the Connecticut Mutual and now 
manager at Los Angeles for the com- 
pany. 





B. Von Damm 


B. Von Damm has been made head 
of the new San Francisco agency of the 
Missouri State Life. Mr. Von Damm 
is very well known in California insur- 
ance circles and for the past several 
years has been a general agent for the 
Missouri State. 


George P. Woollen 


George P. Woollen of Nashville, 
Tenn., has been appointed general agent 
for Nashville and vicinity for the 
Southern Life & Trust. Mr. Woollen 





has been comptroller of the state of 
Tennessee for a number of years and 
is widely acquainted throughout the 
state. 





C. W. Timberlake 


C. W. Timberlake, for 15 years repre- 
sentative of the Metropolitan Life and 
for the last 18 months with the Royal 
Union Mutual Life of Des Moines, has 
been made district manager of the Na- 
tiona! Life of Vermont at Cedar Rapids, 
Ia. Business of the southeastern lowa 
district will be handled through that 
othce. 





Charles Petts and E. H. Hoover 


Charles Petts, until recently with the 
Travelers at Springfield, Mo., has 
taken the Colorado general agency for 
the Standard Life of St. Louis. 

E. H. Hoover, formerly with the 
United Life & Accident of Concord, 
N. H., at Springfield, Mo., has_ taken 
a position as agency supervisor with the 








Job's Turkey « The Church Mouse 








HE ONLY authentic records we have 
respecting Job’s Turkey and the Church 
Mouse are the proverbs: 
“Poor as Job’s Turkey”, and 
“Poor as a Church Mouse.” 

It may therefore be safely assumed that Job 
had a turkey, and that a mouse dwelt in a church, 
and that both turkey and mouse were very much 
attenuated. 

Job was righteous; he was rich; he had a large 
family; he sat as chief and dwelt as king among 
his fellows. 
“not single spies, but in battalions.” 


But when troubles came, they came 
In a day all 
outward possessions were lost. The Sabeans, the 
Chaldeans, “the fire of God,” and the “great wind 
from the wilderness” made a clean sweep, and the 
bearers of bad news trod upon each other’s heels to 
tell it. Job still had his health, but not for long, 
for soon he lost that also. It is not profanity to 
say, “Hell was let loose upon him,” for that is what 
the record says, only in more polite language. 
And then came the run-in with his four self- 
righteous friends—men who professed to know 
the will of God and who said in short,—“It’s all 
your fault, Job. Come now, own up, what evil 
have you done?” 

When there were 7,000 sheep, 3,000 camels, 500 
yoke of oxen and 500 she-asses upon Job’s estate, 
the turkeys fared well, but when these were all 
gone, and with them all Job’s servants except the 
four who escaped to tell the bad news, it must 
Poor Turk! He had to 
scratch for a living—and he got thinner and 


have been poor pickin’. 





thinner until it came to be a proverb—‘Poor 
as Job’s Turkey.” Why make a mystery of a 
plain case? Job’s Turkey was poor because he 
didn’t get enough to eat! 

It was the same with the Church Mouse. He 
was eminently respectable and liked to live in 
quiet surroundings. The church sociables and the 
meetings of the various societies when “light 
refreshments” were served always left a few frag- 
ments which, with judicious hoarding and self- 
denial, kept the mouse alive. But he was so poor 
that any self-respecting cat would have disdained 
to eat him—poor because he didn’t get enough 
to eat! 

Job’s Turkey and the Church Mouse were poor 
because they didn’t get enough to eat; some people 
don’t get enough to eat because they are poor! 

A man who is as rich as Job was can now ar- 
range his affairs in such a way that the Sabeans, 
the Chaldeans, “the fire of God,” and the “great 
wind from the wilderness” cannot make him poor; 
and when he loses his health permanently, he will 
have better comforters than Job had. 

The man who has only his hands to work with 
can so protect himself and his family that per- 
manent loss of health will not mean total loss of 
income, nor loss of life mean that his wife will be 
“poor as a church mouse.” 

But he must get this protection before his ene- 
mies are in sight. 

Many agents of the New York Life Insurance 
Company have warned you of the approach of 
those enemies. Send for one to-day and learn 
how to defeat them. 














New York Life Insurance Company, 346 Broadway, N. Y. 


DARWIN P. KINGSLEY, President 
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Standard Life. His territory at present 
is Missouri and Iowa. He works out of 
the home office. 





Stewart McEntee 


Stewart McEntee has been appointed 
general agent for the Northwestern Na- 
tional Life at Chicago. Mr. McEntee 
was formerly manager of the marine de- 
partment for Bradshaw & Weil, marine 
agents for the Aetna, at Chicago. His 
successor has not been appointed but 
will be announced shortly. Orlan H. 
Soule, formerly a_broker for the Na- 
tional Surety in Chicago, will be asso- 
ciated with Mr. McEntee in his new 
connection. Mr. McEntee will have his 
offices in the Insurance Exchange build- 
ing. The appointment was made 
through State Manager Harry W. 
Blount of Chicago. 





C. H. Converse 


The Franklin Life of Springfield, IIL, 
has announced the appointment of C. H. 
Converse as general agent for central 
and western Oklahoma, with offices at 
319 First National Bank building, Okla- 
homa City. Mr. Converse has a wide 
acquaintance in that city and throughout 
the state. For seven years he was con- 
nected with the Magnolia Petroleum 
Company in Oklahoma. 





American National Appointments 

The American National of St. Louis an- 
nounces that the following agency con- 
nections have recently been made: 
Wayne Dennis, Marietta, 0.; B. F. Han- 
son, Lower Salem, O.; E. P. Jones, Co- 
lumbus, O.; P. C. Mincks, Ava, O.; F. C, 
Spitzer, Akron, O.; T. E. Wilson, Beverly, 
O.; H. T. Wilson, Green Sulphur Springs, 
W. Va.; Albert Wilson, MacFarlan, W. 
Va.; P. R. Guthrie, Huntington, W. Va.; 
D. G. Doherty, Senath, Mo.; W. M. 





Hutchins, Senath, Mo.; I. H. Johnson, 
Carthage, Mo.; L. F. Kinder, Flat River, 
Mo.; W. H, Lange, Chamois, Mo.; Mrs. 
Jessie McCully, Dixon, Mo.; W. L. Mc- 
Gehee, Kansas City, Mo.; T. H. Paterson, 
Kansas City, Mo.; G. H. Webb, Kansas 
City Mo.; R. F. Ollis, Springfield, Mo.; 
G. M. Stevenson, Brunot, Mo.; Ralph 
Hirsch, St. Louis, Mo.; R. A. Hartrick, 
Decatur, Ill. 

Frank W. Engel, agency manager for 
the American National, is again back at 
his desk after spending three weeks vis- 
iting agents in Kansas and western Mis- 
souri. Mr. Engel reports conditions 
greatly improved and the American Na- 
tional expects 1923 to be the greatest 
year in the history of the company. 





Todd & Delaney 


The Shenandoah Life announces the 
appointment of Todd & Delaney as gen- 
eral agents for the Nashville, Tenn., dis- 
trict, succeeding P. H. Hicks. Mr. Todd 
and Mr. Delaney give a sample of their 
activities by sending to the home office 
five applications for $25,000 with the re- 
turn of their contract, this representing 
their first two days’ work. 





Life Agency Notes 


The Great American Life of Hutchin- 
son, Kan., has recently established three 
district offices in Kansas. Harry 
Ream is in charge of the Wichita office, 
A. B. Carney at Manhattan and E. G. 
Starrett at Salina. 

Miss Marcia L. Morgan of Columbus, 
O., a graduate in commerce and journal- 
ism at Ohio State University, has been 
sepetntes a special agent for the Mutual 
Life. She will work among women under 
the direction of Miss Marie H. Roberts, 
superintendent of women for that com- 
pany. 

J. I. Behling, general agent of the 
Northwestern Mutual Life at Columbus, 
O., announces that Guy French Fulton, 
for eight years one of the secretaries 
of the Y. M. C. A. at Cleveland, and 
G. Knight, lately with the Burroughs 
Adding Machine Company in Columbus, 
have joined his staff. 








COMPANY STATEMENTS FOR 1922 








HE Mutual Life of New York has 

issued its annual statement, which 

shows a very prosperous year in 
1922. The new insurance paid for totals 
$392,465,930, a gain of almost $50,000,- 
000 over the previous year. The in- 
surance in force amounted to $2,630,603,- 
737. Payments to policyholders and 
beneficiaries were $103,690,757, and of 
policyholders were $98,672,430. Death 
claim payments were $30,205,046. En- 
dowments were $10,713,005, annuities 
were $2,552,618 and dividends totaled 
$30,046,105. The assets are $691,125,- 
635, an increase during the year of 
$13,630,136. The surplus is $37,332,152, 
an increase during the year of $9,280,- 
565. 

The Aetna Life, in its 73rd annual 
statement, reports assets of $207,041,779, 
an increase of $46,000,000 during the 
year. The life company reports surplus 
of $21,000,000, an increase of $4,000,000 
during 1922. Life insurance in force was 
increased during the year by $130,026,- 
110, the new life insurance paid for last 
year amounting to $351,294,985. The 
company now has $1,334,000,000 life in- 
surance in force. During the year the 
company paid policyholders $31,625,632. 
The total assets of the three affiliated 
companies are $236,215,067, the casualty 
and surety company having over $16,, 
000,000, and the Automobile over 
$12,000,000. 

The 72nd annual report of the Phoenix 
Mutual Life shows an increase in assets 
of $5,809,769, the total now being $68,- 
497,370. New paid for business last year 
was $46,692,893, and the total insurance 
in force is now $343,508,344, a gain dur- 
ing the year of $21,000,000. Total in- 
come of the company of $16,522,031 is 
a gain of $1,540,873 over the previous 
year and an increase of 125 percent in 
the past ten years. 

The Lincoln National Life has issued 
its annual statement, its assets being 
$16,536,772; unassigned surplus $1,000,- 
000; capital stock $1,000,000. Its new 
business last year was $84,248,108. Its 
total insurance in force is $233,960,148. 





It gained in assets $3,732,692 and in sur- 
plus $500,000. Its mortality ratio last 
year was 42 percent. The Lincoln Na- 
tional has made a remarkable record. 
During the last three years it doubled 
its assets, number of policies, total insur- 
ance in force and policyholders surplus. 
The Lincoln National operates in 26 
states, has 30 branch offices and 1,200 
agents. Its home office force consists of 
260 persons. January was the largest 
month in the history of the company, 
new business amounting to over $15,000,- 
000. This was over $1,000,000 in excess 
of the largest previous month, which 
was December, 1922, and $3,000,000 in 
excess of any month previous to Decem- 
ber, 1922. 

The annual statement of the West 
Coast Life shows assets $7,796,800; capi- 
tal $250,000; assigned. surplus for divi- 
dends $319,010; unassigned surplus $416,- 
985. This gives it surplus to policy- 
holders $985,995; increase $237,368. Its 
unassigned surplus increased $169,652 
and its assets increased $1,001,541. It 
has insurance in force $51,665,266; in- 
crease $5,000,000, The increase in new 
business written was about $3,500,000 or 
40 percent more than in 1921. The In- 
surance Commissioners Convention 
made an examination of this company 
as of Oct. 31 last by the California, 
Oregon, Washington and Idaho depart- 
ments. The report stated that the com- 
pany was well able to meet its obliga- 
tions to policyholders and at the same 
time to provide amply for its stockhold- 
ers. The underwriting policy of the 
company was commended. The report 
stated that its business was written on 
a basis that provides for safety. The 
company is well managed in every re- 
spect. 

The Mutual Life of Springfield, Ill, 
has just published its new financial state- 
ment. The company now has admitted 
assets of $512,192, cash capital of $200,- 
000, and surplus to policyholders of 
$241,792. During the year the company 
issued $5,600,168 of business and now 
has in force $10,040,114. 
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Comm. Ge....<es Ord 21,806,163 94,813,163 
Conn. Gen........Gr 7,004,068 13,004,764 
Travelers ...... Ord110,330,492 488,916,496 
THOVOISTS oo ccecs Gr 59,845,465 115,140,217 
Home Life, N. Y.... 5,488,543 38,699,217 
New York Life... .135,326,004 800,235,031 
N. Y, Safety Res. ... 739,500 992,125 
Nat. Acci. Soc. ..... 6,650,850 21,365,150 
Oo. Brith Abraham. 113,000 3,763,250 
Polish Nat., N. Y. 427,200 4,232,600 
BEOVOIED cccccecces :170, 175. 957 604,056,713 
Unity Prot. Assoc. .. 793,660 763,530 
V.RGINIA | 
Conn, Mut. ......4+ 733,734 4,714,029 
Maryland Assur.... 32,000 * 147,302 
Mutual Benefit .... 3,197, 457 37,731,770 
WUUWOENED cc cccecae 2,542,124 15,794,947 
——1 
MICHIGAN 
Pe. sendacnes Ord 56,370,462 31,198,403 
PE ck seeeus Gr 11,885,950 24,711,850 
Metropolitan ...Ord 31,059,085 117,925,362 
Metropolitan ....Gr 880,800 2,324,150 
Metropolitan ...Ind 21,920,926 87,547,649 
Mut. Benefit ...... 17,077,251 115,024,261 
Northwestern Mut... 14,212,997 108,148,882 
Reserve L. Life.... $11,401 1,708,377 
Travelers ..... Ord 7,626,378 31,705,266 
TOMPONOO ooccces Gr 6,376,010 18,369,305 
State Mut., Mass... 1,149,496 11,749,435 
West. & So..... Ord 3,145,750 6/1161 109 
West. & So..... Ind 7,353,220 11,147,667 
MASSACHUSETTS 


Metropolitan Life. .118,876,361 522,955,858 


Conn. General ..... 6,206,294 25,912,098 
Pe, BOOM Weeocece 4,502,286 35,720,430 
SEE ssnecenne 9,487,255 62,775,977 
Methodist Ministers 13,750 160,000 
State Mut., Mass... 7,358,996 64,532,573 





HAS FELON POLICY RIGHTS? 


Question Checked Up to Kansas De- 
partment by Man Recently Sent 
to Penitentiary 


TOPEKA, KAN., Feb. 6.—Has a 
felon any rights to a reserve or other 
value to a policy issued by a fraternal? 
This is the questidn that has been 
checked up to the Kansas insurance de- 
partment by F. M. Perkins, now serving 
a term of five years in prison for em. 
bezzlement. Perkins carried a policy 
in the Security Benefit Association for 
many years and kept up the payments 
regularly. He was recently convicted 
of embezzlement and _ sentenced to 
prison. He was one of the best known 
and largest dealers in mortgages in 
Lawrence for many years. 

Just before he started for prison Per- 
kins attempted to’ pay the premium to 
the clerk of the society at Lawrence. 
The clerk refused to accept the pay- 
ment and announced that the policy had 
been cancelled under a by-law of the 
society providing that those who are 
found or plead guilty to a felony are to 
be expelled from the society. 

Perkins has submitted the question 
of whether or not he has any protection 
and whether or not he is entit!ed to any 
cash or surrender values under his pol- 


.icy. He was one of the early members 


of the society. It is the first time a 
question of this nature has ever been 
submitted to the Kansas department. 


Winey Made Field Supervior 


C. L. Winey has been appointed field 
supervisor for the Mutual Trust Life. 
Mr. Winev has been connected with the 
C, A. Patterson Agency, at Spencer, Ia., 
for seven years. 
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| Brighter Pemen Sean 
For Writing Business 


In Rural Communities 
Joan M. STAHL, president of the 


Farmers National Life of Chicago, 

a company that does almost exclu- 
sively a farm and rural business, has no 
hesitancy in saying that the agricultural 
communities are in better shape from a 
financial standpoint than they have been 
since the crash that almost broke the 
backs of the farmer. Prior to entering 
the life insurance field Mr. Stahl was 
publisher of one of the large farm publi- 
cations. He has kept in intimate touch 
with farm conditions. 

Mr. Stahl finds in case of his own 
agents that more business is being pro- 
duced and the farmers are more encour- 
aged. He believes that the farmers have 
liquidated most of their obligations to 
the banks and are now ready to face 
the world with more courage. Mr. 
Stahl does not look for any further 
drop in prices of farm products. They 
are more stable and there is likelihood 
of a moderate increase, especially if 
Europe becomes a great buyer of grain. 
The lapse ratio on farm business has 
been terrific. The companies have 
financed the farmers as far as they 
could but in the long run, many had to 
drop out simply because they did not 
have the money. 


BUTTON’S NEW 60-DAY RULE 


Separate Ruling on Credit, Applying to 
Life Insurance Only, Issued in 
Virginia 


On account of a difference in contract 
conditions and practices between life and 
other classes of insurance, Commis- 
sioner Button of Virginia deems it ad- 
visable to modify his 60-day credit rul- 
ing of Jan. 16 by the elimination of life 
insurance therefrom and to promulgate 
the following ruling as to life insurance 
only: 

“it appears that a general provision 
of the life insurance contract is that it 
shall not be effective until the delivery 
of the contract and settlement of the 
first premium thereon, All such policies 
must be delivered within 60 days from 
date of issue or of examination, which- 
ever may be the rule of the issuing com- 
pany, and payment must be made on 
delivery, cither in cash, or if a note be 
taken, by note dated within the 60-day 
period and bearing interest from such 
date at the rate of 6 percent.’ 

He suggested that the companies fur- 
nish their agents with printed slips 
showing the ruling and stating that ex- 
tension of credit beyond 60-day period 
without interest constitutes rebating on 
the part of the agent, for which he may 
be punished by fine of from $100 to 
$500 and by revocation of his license. 


Agency in New Quarters 


Bokum & Dingle, Chicago general 
agents for the Massachusetts Mutual 
Life, have moved into more commodious 
quarters, having more than doubled 
floor space in the new offices at 112 
West Adams street. This agency has 
grown rapidly during the past year. 
The agency force now totals 30, ten 
men having been added during the last 
three months. The 1922 production of 
the office was $9,000,000, which with the 
production of the L. Brackett Bishop 
agency in Chicago gave the company 
$14,000,000 for the year in that city. 
January opened with even = greater 
ferce, the agency having paid for $1,075,- 
000, or $400,000 more than January, 
1922. There is a $500,000 policy that 
has just been closed also. The leader 
so far this month is Henry J. Nathan, 
who joined the office last November and 
kd the agency in his first month. 

The growth of the agency has been 
greatly responsible for the position Ilh- 
nois holds at the top of the list of the 
company, with over $20,000,000 paid for 


} in 199° 
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THE PENN MUTUAL 


is national in the scope of its operations. 
It is individual in the service that it 
renders to its members and to its field 
representatives. 

Back of your independence it is ready to 
stand as an economic bulwark. 


The PENN MUTUAL 


Life Insurance Co. 


Independence Square _ Philadelphia 








The Accunsietion Policy 


is a combination of insurance 

and investment in a new sense. 
Specimen Rate 

Age 35......$31.90 per $1000 

The continued payment of the 

rate creates increasing benefits 


each year. As a seller it has no 
competition. Write us about it. 


NATIONAL LIFE ASSOCIAT'N 
Des Moines, lowa 











ACTUARIES 


A. GLOVER & CO. 


* "Consulting Actuaries 
Life Insurance Accountants 
Statisticians 
29 South La Salle Street, Chicago 
Successors to Marcus Gunn, 
Consulting Actuary 














Su cpa a 


Kansas City, Mo. 








NK. J. HAIGHT 
CONSULTING 
ACTUARY 
810-813JHume-Mansur Bldg. 


INDIANAPOLIS 
HubbellJBldg. DES}MOINES, IOWA 








EDERIC S. WITHINGTON 
CONSULTING ACTUARY 
402-404 Kraft Buildin 
Tel. Walnut 3761.@ DES MOINES, IOWA 


yy vs McCOMB 
e vt COUNSELOR AT LAW 
1 CONSULTING ACTUARY 


Temiums, Reserves, Surrender Values, 
etc., Calculated. Valuations and Exami- 
nations Made. Policies and all Life In- 
surance Forms Prepared. The Law of 
Insurance a Specialty. 


Bidg. OKLAHOMA CITY 














H. NITCHIE 
° ACTUARY 


1523 Association Bldg. 19S. LaSalle St- 
Telephone State 4992 CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 

343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 








B. YOUNG 


* CONSULTING 
ACTUARY 
AND ACCOUNTANT 


D. R. McClurg, Associate 


430 PETERS TRUST BLDG. 
Omaha, Nebr. 























MEET FOR CONFERENCE 


GUARDIAN MANAGERS MEETING 
Those in Eastern Territory Are Hold- 
ing Their Annual Convention 
at Philadelphia 





PHILADELPHIA, PA., Feb. 6.— 
Guardian Life managers of the east are 
holding their annual conference here. 
The meeting started today and will con- 
tinue through Thursday. Arrangements 
for the meeting were in charge of E. J. 
Berlet, manager for southeastern Penn- 
sylvania (including Philadelphia) and 
southern New Jersey. Mr. Berlet is 
chairman of the publicity committee of 
the Philadelphia Association of Life 
Underwriters. 

The program is headed by T. Louis 
Hansen, vice-president of the Guardian, 
who speaks on “Extension of Life and 
Life Saving.” Another home office 
speaker is George L. Hunt, superintend- 
ent of agencies, on “Vita! Statistics.” 

Other discussions will be led and ad- 
dresses made by: E. A. Stephens, Rich- 
mond, Va.. “Women in Life Insurance”; 
Charles Kurzweil, New York, “The 
Federal Income Tax”; William F. Steck, 
Jr., Williamsport, Pa., “Business Insur- 
ance”; Myron E. Bay, Newark, N. J., 
“Wills and Theit Relation to Life In- 
surance”: Ernest B. Houghton, Roch- 
ester, , “The Needs of the 
Professional Man”; Harold Pearce, 
Cleveland, O., “Personal Efficiency and 
Planning”; F. S. Doremus, New York, 
“Tax Exemptions on Life Policies”; 


‘Harry O. Snyder, Pittsburgh, Pa., “The 


Psychology of Selling”; William F. 
O’Connor, Syracuse, N. Y., “Income 
Insurance”; L. D. Landau, New York, 
“Answering Objections”; David J. Beck, 
Buffalo, N. Y., “Bequest Insurance”; 
H. .W. Vaden, Richmond, Va., “Creat- 
ing Desire”; Paul Alexander, Brooklyn, 
N. Y., “Finding Your Market”; Charles 
F. Kuhns, Baltimore, Md., “The Ap- 
proach”; Julius Semmel, Williamsburg, 
N. Y., “The Presentation”; B. R. Elam, 
Hartford, Conn., “The Close,” and F. 
W. Devereux, “Repeat Business.” 

Manager Berlet entertained the vis- 
itors at dinner Tuesday evening at the 
Poor Richard Club, when Vice-Presi- 
dent Hansen spoke on “The Low Mor- 
tality in the Philadelphia. District as 
Compared with Other Centers.” A 
number of informal addresses also were 
made. 


Life of Virginia Election 


John G. Walker was reelected presi- 
dent of the Life Insurance Company of 
Virginia at the annual meeting of the 
stockholders in Richmond last week. 
The following day Mr. Walker, accom- 
panied by his sister, Miss Annie Rose 
Walker, left on his annual winter trip 
to Florida. Miss Walker was one of 
three new directors elected at the an- 
nual meeting. The others were J. 
Thomas Lawrence, manager of the 
mortgage loan department, and Robert 
E. Henley, member of the legal depart- 
ment. 


Northwestern Omaha Meeting 


Nebraska district and special agents 
of the Northwestern Mutual Life to the 
number of 43 attended a three days’ an- 
nual meeting with Manager Franklin 
Mann at Omaha Feb. 1-3. a. ©. 
Williams, superintendent of agencies; P. 
H. Evans, actuary, and Herbert Laflin, 
assistant counsel, from the home office 
were present and took part in the pro- 
gram. A very enthusiastic and pleasant 
session was carried through.  Vice- 
President M. J. Cleary, who had ex- 
pected to be present, was unavoidably 
absent. Many of the company’s agents 
took part in the program and discus- 
sions. 


Harry C. Harding, Osceola, Wis., has 
been appointed district agent for the 
Northwestern Mutual Life. Mr. Harding 
will continue as cashier of the Bank of 
Osceola. 


‘FAVORABLE SHOWING 


GREAT INCREASE IS SHOWN 








January Life Business of Provident 
Life & Accident Shows 175 Percent 
Gain Over Last January 





With an increase of 175 percent over 
last January, the life department of the 
Provident Life & Accident of Chatta- 
nooga found the new year abundantly 
fulfilling the predictions made by the 
members of the field force at the Provi- 
dent home coming convention held at 
Chattanooga the last three days of the 
old year. 

At that time the life agents, though 
representing the youngest department of 
the Tennessee company, challenged all 
other departments to show a like per- 
centage of results twelve months from 
that time, and the way they have started 
out, it looks like they intend to make 
good on their challenge. 

The Provident has designated 1923 as 
a big life year. A large advertising ap- 
propriation for the creation of selling 
helps for agents and for use in general 
publicity to back up their efforts, has 
been made and the promotion program 
is now in process of development. 

Besides being productive of a fine in- 
crease in business, January also brought 
a number of big individual life policies, 
ranging from $25,000 to $50,000. 

Architects and engineers are now put- 
ting the finishing touches on the plans 
and specifications for the sky-scraper 
home which the Provident will erect on 
the ground recently purchased in the 
heart of Chattanooga’s financial district. 
It is planned to ask for bids as soon as 
these are completed so that the building 
may be ready for occupancy by the end 
of the year. 


MIDLAND MUTUAL’S' RALLY 


Agency Convention to Be Held at Co- 
lumbus Feb. 8-9, at Close of Company 
School of Salesmanship 








The Midland Mutual Life of Colum- 
bus, O., will hold its annual agency con- 
vention Feb. 8-9 at the home office in 
Columbus. It will be a two day busi- 
ness session, with selling talks by lead- 
ing field producers and company offi- 
cials, and will follow as a fitting close 
for the School of Salesmanship, which 
the company has been conducting at its 
home office since Jan. 29. About 25 
students were sent to the home office by 
general agents and given an intensive 
course on salesmanship. This is the 
third school the company has held, one 
being early in 1922 and one in the sum- 
mer of 1922 and the agency convention 
enables these three classes to gather in 
the annual reunion. 





Reeves Goes With Lincoln 


William A. Reeves, who was in the 
policy department of the Aetna Life at 
Hartford for 16 years and has been in 
the new contract division, has joined 
the home office force of the Lincoln Na- 
tional Life at Fort Wayne. He will 
have charge of the department of issue 
at the Lincoln National. Mr. Reeves 
has a thorough knowledge of the 
methods of insurance and will be a 
valuable man on the Lincoln Nationa! 
staft. 


Booster Meeting at Springfield 


Representatives of the Northwestern 
Mutual Life in 21 counties in central 
and southern Illinois under the super- 
vision of E. E. Cantrall attended a boos- 
ter meeting at Springfield last week. 
Dr. D. E. Wendstrand. medical depart- 
ment, and M. H. O. Williams, assistant 
superintendent of agents, both from the 
home office. were speakers. Lunch at 


the Sangamo club and a dinner at the 
Illini club were social 
meeting. 


features of the 








FIND BUSINESS GOOD 


GAINS ARE SHOWN AT OMAHA 





Improvement in January as to Amount 
of Production Reported from All 
Aggressive Agencies 





OMAHA, NEB., Feb. 6.—Life insur- 
ance business in Nebraska in January 
showed an improvement as to amount 
of production with all the aggressive 
agencies. 

The Travelers chart of weekly pro- 
duction by some 20 agents working 
from the Omaha office is particularly 
interesting study. It covers both life 
and accident production for every so- 
licitor for each week. November, De- 
cember and January are shown, Decem- 
ber having fallen off from November 
production but January showing a very 
decided and healthy increase for prac- 
tically each of the agents working. Some 
very substantial records of production 
are shown but it js very noticeable that 
the life business © hen materially out- 
runs the accident production. 

This is but one of the records indi- 
cating the healthy conditions for life 
production the coming year. Life men 
generally are much more optimistic and 
while there is no tangible evidence of 
any thrilling boom in general business 
a disposition to cease waiting for results 
but to go after them is everywhere no- 
ticeable. 


PLAN MID-WEST CONVENTION 





General Agents and Agents of Massa- 
chusetts Mutual From Ten States 
to Meet in Chicago 





The eighth annual convention of the 
mid-west department of the Massachu- 
setts Mutual Life will be held at the 
Drake Hotel in Chicago March 2-3. Gen- 
eral agents and agents from ten middle 
western states will be present for the 
two-day company sales congress and 
business session, about 300 being ex- 
pected for the meeting. Local arrange- 
ments are in the hands of John H. 
Dingle of the Bokum & Dingle agency 
in Chicago, who is now rounding out a 
program tor the business sessions. 
There will be a good representation 
from the home office at the Chicago 
meeting, the following being slated for 
talks on company and agency problems: 
William H. Sargeant, vice-president; 
Alexander T. MacLean, assistant ac- 
tuary; Joseph C. Behan, superintendent 
of agencies, and Lawrence T. Winship, 
editor of “The Radiator,” the company’s 
monthly magazine. 





National of Vermont Changes 

Several official changes took place at 
the annual meeting of the National Life 
of Vermont. Paul Dillingham, super- 
intendent of the loan department and 
for 17 years with the company, was 
elected assistant treasurer. Stanley 
Jayne was elected to succeed Mr. Di!- 
lingham in charge of the mortgage loan 
department, with the title of superin- 
tendent of mortgage loans. Mr. Jayne 
has been with the company for seven 
years. William B. Stratton, who has 
been with the company for 17 years 
and for some time has had charge of 
the policy loan department, was electe 
superintendent of policy loans. Peter 
O. Osterhus was appointed agency st- 
pervisor. ‘He has been a field man for 
the company for some time. 


American Life’s Correct Figures 


An error was made last week in men- 
tioning the figures shown in the annual 
statement of the American Life ot De- 
troit. The insurance in force was given 
as $51.089.579. while it should have read 
$61,089.579. The companv’s assets are 
$6,988,646 and capital and surplus are 
$341,524. 
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WELL FITTED FOR POST 





CALDWELL IS COMMISSIONER 





New Head of Tennessee Department Is 
Life Insurance Man of Long 
Experience 





NASHVILLE, TENN., Feb. 6— 
With 30 years’ experience in insurance 
work, Albert S. Caldwell of Chattanooga 
has entered upon his duties at the head 
of the Tennessee department of insur- 
ance and banking, to handle particularly 
the insurance end of the department, as 
banking will be supervised by a super- 
intendent under the commissioner. 

Mr. Caldwell is a native of Shelby 
county, Ky., but entered the insurance 
field at Knoxville in the early '90’s as 
agent of the Prudential. He resigned 
this office after ten years’ service to as- 
sist E. B. Craig and Theo. F. King in 
organizing the Volunteer State Life of 
Chattanooga. After the company started 
in business, he served as secretary, re- 
signing at the time Messrs. Craig and 
King left the Volunteer State. 

The next work of Mr. Caldwell was to 
organize the ordinary life department of 
the Provident Life & Accident of Chat- 
tanooga, and he was engaged in direct- 
ing this department when he received 
the present appointment. Mr. Caldwell 
ranks high in every way as a successful 
insurance man. The insurance men of 
Chattanooga and especially the Chatta- 
nooga Life Underwriters were strongly 
behind him in the contest for insurance 
commissioner. 


Will Reappoint Miles 


Mr. Caldwell has announced that he 
will reappoint T. E. Miles as chief dep- 
uty, the position he has held for the past 
two years under Commissioner Rogers. 
Mr. Miles has had several years’ expe- 
rience in all lines of insurance and was 
engaged in the business when he was 
appointed first as deputy commissioner 
by former Commissioner Leslie Arring- 
ton. When the latter went to Atlanta, 
Mr. Miles was advanced to commis- 
sioner. A change in the state adminis- 
tration in 1921 brought E. N. Rogers 
of Knoxville to the head of the depart- 
ment, but on account of the fine qualifi- 
cations of Mr. Miles, he was retained 
again as chief deputy commissioner. He 
therefore, now begins service under a 
third governor. 


Won’t License Officeholders 


H. L. Conn, the new superintendent 
of insurance of Ohio, has reaffirmed the 
policy of the department that an agent’s 
license shall not be issued to any public 
officer, whose public duties require all 
his time. The rule will not be applied 
to those officials, especially in small 
towns and villages, where the compen- 
sation is so low that one cannot be ex- 
pected to give all his time to the work 
and where the duties of the office do not 
require all of the official’s time. The de- 
partment has heretofore refused to per- 
mit banks to act as insurance agents. 


Holding “Tug of War” 


_R. E. Irish, supervisor of the Great 
Northern Department of the Reliance 
Life, has divided his agency force in 
two teams and has under way a “tug-of- 
war contest” for February, setting up 
Several prizes, including subscriptions to 
THe Nationa, UNDERWRITER ana “The 
Insurance Salesman.” The tug-of-war 
is based on. the biggest month of writ- 
ten accident and health premiums and 
the largest number of applications, 
points being given which will represent 
inches traveled with the “rope.” The 
first prize offered is an order on a local 
haberdasher, the second prize is one 
years subscription to THe NATIONAL 
Unperweriter, and the third prize is a 
one year’s subscription to “The Insur- 
ance Salesman.” 


DIVIDES UP COUNTRY 


WILL HOLD GROUP MEETINGS 





Three Regional Gatherings of North- 
western Mutual Life Agents to 
Be Held in March 





MILWAUKEE, WIS., Feb. 6—Three 
group meetings, each taking in one- 
third of the membership in the General 
Agency Association of the Northwestern 
Mutual Life, will be held in March, ac- 
cording to Clifford L. McMillen, vice- 
president of the association. 

Group 2, under leadership of Mr. Mc- 
Millen, meets first. On March 8-10 its 
representatives are expected to gather 
100 percent strong at French Lick 
Springs, Ind. Group 1 meets next, con- 
vening at Atlantic City March 12-14, 
with A. L. Baldwin, Washington, D. C., 
in charge. The final group meeting will 
be that of Group 3, scheduled for March 
19-21, at Denver, Colo. W. K. Murphy 
of Los Angeles will preside. The three 
groups embrace, roughly, all general 
agents in the east, the middle west, and 
the west. Each meeting will devote its 
first day to meetings between general 
agents, agency cashiers and home office 
officials, and its second and third days 
to discussion of current problems. Only 
one body, Group 2, has thus far been 
assured of perfect attendance. 

Home office officials who will attend 
include M. J. Cleary, vice-president; 
George C. Copeland, superintendent of 
agencies; W. H. Dallas, John Hughes 
and M. H. O. Williams, assistant agency 
superintendents, and Leslie R. Ander- 
son, assistant secretary. Mr. Anderson 
will conduct all cashiers’ meetings. 


Cleveland Agency Rally 


CLEVELAND, O., Feb. 5. — Fifty 
agents attended the annual agency con- 
vention of Olmsted Bros. & Co., state 
agents for Ohio and Indiana for the Na- 
tional Life of Vermont, which was held 
at Hotel Winton Friday and Saturday. 
George H. Olmsted made a brief address 
of welcome, to which C. B. Fitch, of Fort 
Wayne, Ind., responded. 

The home office representatives pres- 
ent were Vice-President H. M. Cutler, 
Superintendent of Agencies L. P. Brig- 
ham, Assistant Medical Director E. A. 
Cotton and Assistant Actuary H. H. 
Jackson. E. B. Hamlin, manager of the 
agency ha@charge of the convention. 

A departure from the usual manner of 
conducting these conventions was made 
in that a general subject was seleeted 
and all others were chosen as leading 
in som way to this. In this instance 
“The Appeal” was the topic. 

A volume of $1,000,000 paid insurance 
during the past month was turned in 
in honor of Second Vice-President Ed- 
ward D. Field. 


Results of Singleton Month 


Complete figures show that the Mis- 
souri State Life produced $19,146,516 in 
new business for January, Singleton 
Thrift Month. This was more than 
twice the total for January, 1922, and 
$4,000,000 in excess of the new business 
for December, 1922, which month had 
held the previous high record. Of the 
total $3,000,000 was written by the St. 
Louis agency, whk.‘te Robert C. Newman, 
president of the Quarter Million Club, 
was one individual leader with $600,000 
for the month. 


New Connecticut General Officers 


New officers of the Connecticut Gen- 
era! Life include Roger W. Grant, assist- 
ant secretary in the life department; 
James L. Cole as assistant superintend- 
ent of agencies; and Dr. Zenas H. Ellis 
as assistant medical examiner. 


George L. Dyer of the Columbian Na- 
tional Life at St. Louis has incorporated 
his agency under the name of George L. 
Dyer Company. The incorporators are 
George L. Dyer, Eugene O’Bacon and 
John W. Anderson. 














T IS easier to point a moral from in- 
~m-icidents in the lives of many of the 
hs ‘oe old-time Greeks and Romans than 

Jit is to spell correctly the names of 
the individuals themselves. Take a fellow 
like Dionysius. Just why a man should be 
burdened with a name like that is a mys- 
tery, anyhow. However, he was a character 
who has lasted for twenty or thirty centur- 
ies. The books refer to two Dionysiuses— 
one the “Elder’’, and the other the 
‘Younger’. It is quite probable they were 
father and son. Incidentally ‘‘like father, 
like son’’ held good with them for both are 
catalogued as ‘‘tyrants of Syracuse.’’ One 
of them had been concerned with the num- 
erous scraps about Corinth, also. He must 
have won a victory there, or something like 
that, for one day Diogenes met him on the 
street with this salutation ‘‘Oh, Dionysius 
how little you deserve your present life.’’ 
To this the warrior made sarcastic reply ‘‘I 
thank you Diogenes for your condolence.”’ 
That’s exactly where he stumbled. It 
took a real man to be sarcastic to Diogenes 
or Plato. The lantern-carrier wasted no 
moments in retorting with a show of indig- 
nation—‘‘Condole with you! Do you sup- 
pose I condole with such a slave as you who 
does not think of the future?’”’ The mem- 
oranda seems to stop right there, but the 
supposition is Dionysius wrap his toga 
about him and sneaked off into the 
shadows. All these words merely supply a 
text “‘Do you suppose I condole with such 
a slave as you who does not think of the 
future?” Lots of men on their death bed, 
worrying about what is going to happen to 
their families, seek this condolence. 
Strong and well they have never shied at 
personal enjoyment. Sick and dying they 
seek sympathy. Life insurance absolutely 
kills the need of sympathy. 





The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 























THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


‘“‘The Company With the Big Surplus’”’ 





For Information Address the 


Home Office at Cincinnati 
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INDIANA OHIO ILLINOIS IOWA MICHIGAN 


“LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KANSAS KENTUCKY MISSOURI NEBRASKA 











MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


INCORPORATED IN 1851 SPRINGFIELD, MASSACHUSETTS 


A company which throughout the seventy years 
of its history has ever enjoyed—because of its 
square dealing toward all and its long record of 
low net cost—the good will of its policyholders, 
the confidence and esteem of the insuring public, 
and the loyalty of its representatives. 


JOSEPH C. BEHAN, Superintendent of Agencies 











General Agents Wanted 


AT THE FOLLOWING POINTS 


Newark, N. J. 

Jersey City, N. J. 
New Brunswick, N. J. 
Trenton, N. J. 
Camden, 


Patterson, N. J. 
Atlantic City, N. J. 


WE OFFER 

DIRECT HOME OFFICE CONTRACT 

ASSISTANCE IN FINANCING AGENCY 
LIBERAL FIRST YEAR AND RENEWAL COMMISSIONS 

ASSISTANCE IN TRAINING AGENTS 

FREE CIRCULARIZATION BUREAU 

LIBERAL SUB-STANDARD DEPARTMENT 
MODERN POLICY FORMS 
GUARANTEED LOW PREMIUMS 


Shenandoah Life Insurance Co., Inc. 


ROANOKE, VIRGINIA 
R. H. ANGELL, President W. L. ANDREWS, Sec., Treas. 
On Agency Matters address W. F. Macallister, Agency Manager 


Chattanooga, Tenn. 
Cookeville, Tenn. 


Raleigh, N. C. 
Elizabeth City, N. C. 

















KANSAS’ GREATEST LIFE 
INSURANCE COMPANY 


Announces a wonderful new line of Policies with 
what it believes the most complete and remarkable 
rate manual ever offered the Insurance Solicitor. 


The Farmers & Bankers Life 


Insurance Company 
Home Offices Wichita, Kansas 





BILL IS TURNED DOWN 


——— 


WON’T BAR BANKERS AS AGENTS 





Measure Proposed by Governor Davis 
of Kansas Is Killed by Committee 
in Lower House 





TOPEKA, KAN., Feb. 6.—The pres- 
ent session of the Kansas legislature is 
not going to limit the bankers and bank 
employes in helping in the sale of life 
insurance. The Harris bill, covering one 
of the recommendations of Governor 
J. M. Davis has been killed by the house 
committee on banks and banking. The 
bill prohibited any banker or bank em- 
ployes from acting as a life insurance 
agent or giving information about the 
financial affairs of any customer to any 
life agent. The governor said he had 
received some complaints from people 
that bankers were urging them to buy 
life insurance. The complaints arose 
chiefly from the activities of agents of 
companies selling ‘stock with policies 
where the agents had secured recom- 
mendations from bankers that buying 
life insurance and the stock would be 
good business for the customer. There 
are many bankers and bank employes 
acting as life insurance agents and most 
of the publishers but will be ready within 
insurance. The banks and banking com- 
mittee determined that it would not put 
any limitation upon the business activ- 
ities of the bankers or employes at the 
present time. 


Gets Out Anniversary Volume 


One of the most beautiful volumes 
ever issued by an insurance company is 
the 75th anniversary history of the Penn 
Mutual Life, which is still in the hands 
of the publishers but will be ready in 
a few days. The book contains 156 
pages and includes some interesting sta- 
tistics compiled by the secretary’s de- 
partment, the mathematician’s depart- 
ment and the death claims department. 
In addition, there is a supplement re- 
counting the career of President Wii!- 
liam A. Law. 

The chronicles were written by 
Henry C. Lippincott, who was manager 
of agencies for 32 years, and Comptrol- 
ler Charles F. Shandrew, the material 
being edited by Carroll H. Frey, editor 
of the “Penn Mutual News, Letter.” 


‘Guardian Plans Group Meetings 


Group meetings of the managers of 
the Guardian Life of America are sched- 
uled for this month. The eastern man- 
agers met in Philadelphia last week. A 
three day conference of the managers 
from the west will be held in St. Louis 
on Feb. 13, 14 and 15. The following 
week at Atlanta the southern men will 
come together for a similar meeting. 

Vice-President T. Louis Hansen and 
Superintendent of Agencies George L. 
Hunt will tell of the company’s plans 
for the year and there will be a full dis- 
cussion of various agency problems. 

For the first month of 1923 the Guar- 
dian reports an increase in new submit- 
ted business of 25 percent over the cor- 
responding period last year. 


THREE WORK TOGETHER 





PLANS FOR OHIO CONGRESSES 





Good Team of Speakers to Be Lined Up 
for Meetings at Columbus, Cleve- 
land and Cincinnati 





COLUMBUS, O., Feb. 6.—The Ohio 
Association of Life Underwriters is try- 
ing to get together a fine team of speak- 
ers for the series of sales congresses to 
be held in Ohio next month. Meetings 
will be held in Cincinnati March 8, 
Columbus March 9 and Cleveland March 
10. Among the speakers will be Presi- 
dent Eliason of the National Associa- 
tion of Life Underwriters. State Super- 
intendent H. L. Conn of this state has 
been invited by Secretary Bredehoff to 
speak at the Columbus meeting. 

The Ashtabula, Akron and Youngs- 
town associations will attend the Cleve- 
land meeting; the Dayton association 
the Cincinnati meetig, together with the 
new Middletown and Portsmouth asso- 
ciations, and the Newark, Marrion, Lima 
and Springfield associations wi'l attend 
the conference in Columbus. 


Illinois National Life Launched 


The Illinois National Life is the 
name of a new company now in process 
of organization in Chicago, to be a stock 
company with capital of $100,000 and 
surplus of $200,000. The organizer is 
E. H. McConkey, who was afiliated 
with the Chicago National Life at its 
inception, and several Chicago business 
men are assisting in the promotion of 
the new company, the stock of which is 
selling at 3 for 1. The sale of stock will 
probably be completed in 30 to 6% days 
and a license then taken out. Plans are 
now being made for the field organiza- 
tion, Mr. McConkey now being in com- 
munication with physicians and bankers 
throughout the state. The company will 
confine its operations at first to Illinois, 
later extending into other states. It 
plans eventually to be a national com- 
pany, which is the reason for the new 
name. Organization work wa’ frst be- 
gun about a year ago under t.e name 
of Great Western Life with a proposed 
capital of $300,000 and surplus of $600,- 
000. It was decided to reduce the capi- 
tal at the start, later increasing it, but 
the law did not permit of reduction in 
this amount, so a new charter was ob- 
7 y under the name Illinois National 

ife. 


New Publication Out 


The Metropolitan Life is issuing a new 
monthly publication for the company’s 
15,000 agents entitled “Tower Talks.” 
The publication division has _ been 
merged with the publicity division un- 
der the supervision of Second Vice- 
President Robert Lynn Cox. Luther 
B. Little is publication manager. 





A WELL ESTABLISHED AGENCY 
IN PITTSBURGH WOULD LIKE TO 
represent a reliable Life Insurance Com- 
pany direct, for monthly premium Life In- 
surance. Policies from $550.00 up. Can 
assure good volume of desirable business. 








Address C-95. Care The National Underwriter. 





— 





Excellent General 


Insurance in force, $3,500,000 


records need apply. 





Territory, STATE OF ILLINOIS 


Yearly premiums on same, $130,000 
Collection fee, $2,500 


Contract exclusive with very liberal first-year and renewal commissions. 
All agency expenses borne by the company. Only capable men with clean 
Applications will be treated in strict confidence. 


Address C-83, Care the National Underwriter. 


Agency Now Open 





— awa 























bo tlhe 


rais 


opm 


mitte: 


Pre 
ers L 
of the 
1922, 
ever n 
was a 
for bu 
With $ 
in 192 
compa 
the B 
only r 
Insurai 
new 1 
compa 
compa 
annual 
the fin 

















February 8, 1923 


LIFE INSURANCE EDITION 





ARTHUR HALL IS MADE 
PRESIDENT OF COMPANY 


(CONTINUED FROM PAGE 1) 


That company, the Lincoln National 
Life, had at the beginning but $100,000 
of capital and every dollar of the stock 
had been sold personally by Mr. Hall. 
He has always been the company’s 
greatest asset. 

In Fort Wayne Mr. Hall is looked 
upon as one of the foremost public 
citizens, giving much of his time and 
splendid energies in the development 
and building of civic enterprises. His 
work as head of the fourth Liberty 
Loan drive for Allen county, Ind., was 
monumental. It was the largest in 
vclume asked for and raised, and prob- 
ably the most strategic in time and it 
was carried through to an impressive 
victory. 

The county quota on none of the first 
three loans had been met, but the fourth 
ioan was oversold more than enough to 
make up the deficits. 

Another war-time service of Mr, Hall 
was that as head of the American Pro- 
tective League for Fort Wayne district. 
That league, which is known to most 
only by name, was made up of 100,- 
000 patriots of the country who were 
constantly called upon by national 
leaders for definite information concern- 
ing the loyalty and patriotic work of 
their regions. 

Mr. Hall was also treasurer of the 
Allen County Defense League, a pa- 
triotic labor of which the record is 
written only in the files of the highest 
government agents. 

His work as chairman of the Allen 
County Influenza Commission in the 
days when that plague cast its deadly 
shadows over the land is gratefully re- 
membered in his region. 


Active in Civie Work 





He was treasurer of the Fort Wayne 
Young Men’s Christian Association 
through its most trying period of build- 
ing its magnificent home and his work 
in heading the army of those who 
raised the funds for that structure is 
another of his distinct achievements. 

Mr. Hall was unanimously chosen by 
his associates of the Fort Wayne Cham- 
ber of Commerce to head the organiza- 
tion of the Greater Fort Wayne Devel- 
opment Corporation, which raised a 
million dollars for building homes for 
employes of the International Harvester 
company, which is now building in Fort 
Wayne the largest motor truck factory 
in the world. 

Mr. Hail is president of the Fort 
Wayne Council of Social Agencies, the 
organization which correlates the work 
ot all the charitable societies of the city 
and for which a drive was conducted last 
fall under Mr. Hall’s direction and the 
necessary funds for carrying on its 
work was readily raised. 

He was active in the organization of 
The Morris Plan Bank, of which he is a 
director, He is also a director in the 
Lincoln National Bank and_ several 
other business concerns of the city. 
_He is a member of the Indiana Pub- 
lic Service Commission committee on 
rules and standards of service for water 
utilities; active in Republican politics as 
treasurer of the county Republican com- 
mittee; a Rotarian and a Shriner. 


Bankers Life Growth 


President George Kuhns of the Bank- 
ers Life of Des Moines in his review 
of the company’s annual statement for 
1922, said that the greatest progress 
ever made in the history of the company 
was achieved last year. The total paid 
for business was $120,166,054, compared 
with $111,683,013 in 1921 and $95,702,231 
m 1920. Mr, Kuhns said that excluding 
companies writing industria! insurance, 
the Bankers Life stands alone as the 
only one of 20 leading American life 
surance companies to show a gain in 
new paid for business for 1921 as 
compared with 1920 and for 1922 as 
compared: with 1921. The company’s 
annual statement shows equal gains in 











\ 
h 
& 
u 
t 
t 
u 
" 





Premium plan. 


district. 





at 166 W. Jackson Blvd. 
Wells Street, right in the heart of Chicago’s Financial 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 2 to 60. 

Policies for substantial amounts (up to $3,000) for Chil- 
dren on variety of Life and Endowment plans, thus 
enabling parents to buy all of the Family’s insurance 
on the Ordinary, i.e. Annual, Semi-annual or Quarterly 


Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Dis- 
ability features for Males and Females alike. 

Standard and Substandard Risk Contracts, i. e. less 
work for nothing. 


“THE OLD COLONY LIFE ee... 
INSURANCE COMPANY 
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The Company has its Home Office in its own building BL. Trust Co. 
running through to Quincy and "TACKSON BOUL. 
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STATE OF OHIO 


To the man who can qualify, we will offer an Old Fashioned General Agency Contract that 
means money. Experienced management, superior Policy Contracts, progressive field 
and Home Office methods are at your service. 


Address Century Life Insurance Company 


Indianapolis, Indiana 











Service to Policy Holders 


Live Up-to-Date Policies 








MUTUAL LIFE OF ILLINOIS 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 
An Old Lime Legal Reserve Life Insurance Company 
A Company of Service 
Service to Agents Service to the Public 


Operates under the Famous “Registration Act” which requires the reserv every policy issued te be depocited 
end told ta Toust te the Encnsanes Senestment of the Bute 


Ordinary Life Limited Payment and Endowments 


> A few geod openings fer good live producers in [Ilineis. Correspondence Invited. 
i H. B. HILL, President N. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Prese.and Actuary ODOR. J. R. NEAL, See. 








| 











the financial strength of the company. 
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Agency opportunities in the following States: Missouri, Kansas, 
Texas, Oklahoma, Illinois, Minnesota, Ohio and West Virginia. 
Additional States will be opened for the right producer. 


EARN AND LEARN 


LEARN through our Agency Correspondence Course 
EARN same our LIBERAL agency contracts 


SELECT your own territory 
REDUCE your rejections through our Sub-Standard arrange- 


ments. ‘ 


FINANCE yourself, or we will. 


Get busy at once. Write 


FRANK W. ENGEL, Agency Manager 


American National Assurance Company 
3719 Washington Avenue 


St. Louis, Mo. 

















Organized 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 
OLDEST, LARGEST, STRONGEST SOUTHERN LIFE INSURANCE CO. 


Issues the most liberal forms of Ordinary Policies from $1000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


Condition on December 31, 1922: 


a sty le eanagne eee Laat aak aed A eee aNmee $ 32,633,933.00 
EERE SE REE EON REN Eien ae Pp nee 28,512,821.00 
EE ERE ee eee heer 4,121,112.00 
a rad aie 230,322,163.00 
I i eg 2,315,498.00 
Total Payments to Policyholders since Organization ........... 30,036,203.00 


JOHN G. WALKER, President 


THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a to earn more money than you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 
WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company of Pittsburgh "piace" Pittsburgh, Pa. 
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a. say ae 2 
LIFE, HEALTH, ACCIDENT «xe MONTHLY INCOME INSURANCE 


LATEST POLICIES AND AGENCY CONTRACT BUGS HE: 
Openings OHIO, IND., KY., MICH, and W. VA. Write Columbus 
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| 














PUBLIC SAVINGS EXPANDING 


To Enter Four More States — Other 
Phases of Company’s Activities 
Are Given 


The Public Savings Life of Indian- 
apolis has announced that preparations 
are being made to enter Illinois, Michi- 
gan, Ohio and Kentucky early in the 
year. 

At the annual election of directors the 
following were elected: Dr. Carl G. Win- 
ter, Theodore Sourbier and W. Scott 
Deming. The following officers were 
elected: Carl G. Winter, president; Edw. 
G. Sourbier, vice-president; W. Scott 
Deming, second vice-president; Chas. 
W. Folz, secretary; W. S. Wenzel, 
treasurer; Theodore Sourbier, assistant 
secretary. 

The Public Savings announces the 

following changes in the field: Arthur 
Stevens of Lebanon promoted to super- 
intendent at Frankfort; W. E. Brannon 
of Indianapolis North promoted to su- 
perintendent in that district; A. V. 
Slack, Indianapolis South promoted to 
superintendent in that district; Super- 
intendent C. E,. Reynolds of Terre 
Haute made manager of that district; 
J. M. Niemiec of East Chicago made a 
superintendent at Hammond; W. P. 
Cambron of Indianapolis West made su- 
perintendent in. that district; Superin- 
tendent W. E. Finchum of Martinsville 
promoted to manager at Fort Wayne; 
Superintendent R. O. Thacker of Brazil 
promoted to manager at Lafayette. 
The company recently staged a spe- 
cial industrial productions event known 
as the “Gold Seal Effort.” A gold seal 
was placed on all policies for which ap- 
plications were written in this particular 
week. It proved to be the greatest pro- 
duction event in the history of the com- 
pany by more than 1,000 applications. 
The event was in celebration of the be- 
ginning of the fourteenth year of Public 
Savings activity and every agent was 
asked to write 14 industrial applications 
at least. 

A. Miroff of Indianapolis North was 
the leading manager in number of ap- 
plications. J. E. Barrow of Vincinnes 
was the leading superintendent, with 
100 applications. C. G, Pearcy of Ko- 
komo was the leading agent with 42 ap- 
plications. Thirteen superintendents 
qualified every member of their staffs, 
45 superintendents had from 40 to 100 
applications per staff, and 142 agents 
had from 14 to 42 applications. 

The company will hold a convention 
in August and from the splendid quan- 
tity of production in January it fore- 
shadows the largest attendance of all 
former conventions by big odds, A 
large number have one-fourth of their 
allotment in five issues in January. The 
weeks of Feb. 5 and 12 will be special 
in ordinary production and another rec- 
ord-breaker is anticipated. 








Western & Southern 


The Western & Southern Life an- 
nounces the promotion of the following 
to assistancies: J. Frabott, Cleveland 
Bast; A. M. Shanks, Kokomo; A. E. 
Middleton, Crawfordsville; H. N. Morri- 
son, St. Louis West; T. Levin, Chicago- 
Cicero; G, Federmeyer, Chicago-Engle- 
wood; D. W. Lehman, Toledo South; R. 
H. Barrett, Huntington; M. Cochrane, 
Huntington. 

Geo. T. Minesinger, former assistant 
superintendent at Pittsburgh East, has 
been promoted to home office inspector 
for the southern division. 

Agents J. Ryan and D. Opdycke, both 
of Englewood, led the men of the north 
in net industrial increase for the month 
of January. Agent Opdycke had a net 
— of $11.08 and Agent Ryan of 

52. 

Chillicothe holds first position for the 
month of January in gross Industrial 
increase. The district has splendid debit 
condition. 

the 


The Zanesville leads 


district 


southern division in ordinary net issue, 
with slightly above $50,000, 














WOULD CHANGE KANSAS LAW 


Amendment to Exempt Industrial In- 
surance from Forfeiture Statute 
of State Sought 


TOPEKA, KANS., Feb. 6.—Another 
effort is to be made in the present ses- 
sion of the Kansas legislature to remove 
industrial insurance from the operation 
of the forfeiture law relating to life in- 
surance. Since 1913 this state has had 
a law requiring that a notice of for- 
feiture of a life insurance policy cannot 
be sent by the company until 30 days 
after the grace period had expired. 

It has long been well known that 
when the law was enacted it was in- 
tended to fit only straight life insurance. 
But some years ago the supreme court 
held that the law applied also to indus- 
trial insurance, as that was a form of 
life insurance even though for small 
amounts and when the premiums were 
paid weekly, semi-monthly or monthly. 

Ever since the companies writing the 
industrial business have been trying to 
have the law amended so that it would 
not apply to this form of insurance and 
just as regularly as the bill appeared it 
has been defeated by the legislature 
The members are afraid that amending 
the bill to exempt one form of insurance 
might invalidate the entire law because 
of the supposed discrimination between 
industrial and ordinary life insurance. 

Those representing the companies 
have maintained that this was not the 
intention and that they were ready to 
assure the legislature that the compa- 
nies would never raise the question. 
There seems to be a better sentiment 
toward the proposal this year than in 
former sessions and it seems possible 
that the amendment might be made. 
Senator Ben Hegler of Wichita intro- 
duced the bill. 











News of the Prudential 


Agent Guy U. Chapin of Marion, was 
promoted to the position of assistant 
superintendent at Bucyrus, O. Mr. 
Chapin’s service with the company be- 
gan Oct. 23, 1922, as agent. 

Agents Lawrence F. Toomey of Phila- 
delphia 4, and Thomas M. Conners of 
Philadelphia 2, recently passed their 
25th anniversaries in the service of the 
company and are now proud members of 
class E of the Prudential Old Guard. 

The following were recently admitted 
to membership in class A of the Pru- 
dential Old Guard: Gerold R. Schwerke, 
Oshkosh, Wis.; Ralph J. Gilbert, Milwau- 
kee, Wis.; John P. Watry, Milwaukee, 
Wis.; Earl A. Barnes, Battle Creek, Mich.; 


Oscar A. Reidenback, Milwaukee, Wis.; 
John Rotkowski, Racine, Wis. 
Asst. Superintendent Albert Huf- 


schmidt of the Milwaukee, Wis., district 
is now a class F member of the Pru- 
dential Old Guard. 

Agents Mauritz R. Pearson of Daven- 
port, Iowa, and Floyd D. Landrum of 
Kansas City No. 1, have been promoted 
to the position of assistant superintend- 
ents in their respective districts, 

Agent Albert D. Leach has rounded 
out twenty-five years of continuous serv- 
ice. He entered the ranks in 1898 and 
= entire period was spent at Belleville, 
Ill. 

Agent Michael Monaghan has com- 
pleted an unbroken line of service of 
thirty years. He entered service in 1893 
at Mahanoy City and has been there 
since, 

To Ernest Lindquist, who operates 
an agency in the Los Angeles No. ! 
district, goes the honor of leading the 
entire field in industrial increase for the 
year 1922. Along with this remarkable 
achievement an excellent account condi- 
tion was maintained and a creditable 
amount of ordinary produced. 





Honor Cincinnati Agent 
_ Agents in the office of William Klus- 
meyer, superintendent of the Pruden- 
tia, at Cincinnati, O., together with their 
families, were present at a social affair 
in honor of Paul Fisher, one of the 
leading agents in this district. Mr 
Fisher has been with the company for 





the past 25 years and was present 
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upon this occasion with the customary 
diamond studded locket for 25 years of 
service. The presentation was made.by 
David Fisher, ordinary instructor from 
the home office. Superintendent Klus- 
meyer acted as chairman and toast- 
master, and C. A. Hedrick, assistant su- 
perintendent, as chairman of the asso- 
ciate committee. 





Figures of Knights Life 


PITTSBURGH, PA., Feb. 6.—The an- 
nual meeting of the Knights Life was 
well attended and all present seemed 
well pleased with the annual report sub- 
mitted by President Joseph Réiman and 
Secretary P. Joseph Hess, showing re- 
markable strides made by the company, 
which issues both industrial and or- 
dinary life policies. 

The company has made a record for 
progress and expansion in the less than 
six years of operation, and now has 
approximately $15,000,000 of insurance in 
force. It showed an increase of 33% 
percent in premium income over the pre- 
vious year; 39.31 percent increase in new 
paid-for business; 33% percent an in- 
crease in insurance in force, as well as 
a gain in assets of 36.9 percent and in 
legal reserve 66 percent. 





John Hancock Mutual 


The following have been promoted 
from the agency ranks to assistants in 
their districts by the John Hancock 
Mutual: Edward F. Foley, Albany; 
Charles E. Mann, Utica; Anthony C. 
Beato, Philadelphia. Daniel J. McCarthy 
has been promoted from agent at Cam- 
bridge to assistant at Waltham. Solo- 
mon Bochner, assistant at New York 2, 
is made assistant—at large. Gordon D. 
Crocker, assistant cashier at Malden is 
transferred to the position of cashier at 
Meriden, Conn. 
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PLAN DETROIT “Y” SCHOOL 





Details Given at February Meeting— 
Woman Banker Is Speaker on 
the Value of the Budget 





By GEORGE BROWN 


DETROIT, MICH., Feb. 6.—Like 
many other “good old-fashioned ways” 
the way of selling insurance is changing 
too. A few years more and the o!d- 
fashioned insurance man will be as 
rare as the antimacassar and the kero- 
sene lamp. The doctor, the lawyer, the 
preacher, the architect, the engineer and 
a host of other professionals must qual- 
ify for a diploma, so why not the insur- 
ance man? 

_The educational authorities of the 
Y. M. C. A. of this city, one of the 
world’s largest, has been active and 
wonderfully successful in this depart- 
ment of service for its members. The 
tver growing demand for instruction 
in the principles of insurance has been 
coming to the attention of the “Y” au- 
thorities from many sources, so much 
so that Chancellor Benjamin D, Ed- 
wards got in touch with the officers of 
the Detroit Life Underwriters Associa- 
tion as to the life division of the pro- 
fession. The outcome was a tatk by 

t. Edwards to the members at their 
February meeting, in which he outlined 
the proposed work, to be along the lines 
worked out by the national body. The 
association has taken Dr. Edwards’ pro- 
posal under consideration. It comes 
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A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. They have that opportunity“of selling 
a policy lower in cost than many others and can still go into any community, confident in 


the knowledge that the protection they offer cannot be bettered nor the company they 
represent be outdone in service. 


GRANGE LIFE INSURANCE COMPANY 
. _ LANSING. MICHIGAN 
N. P. HULL, Pres. C. H. BRAMBLE, Secy. and Treas. 1. D. WALLINGTON, Supt. of Agents 








MUTUAL 


TRUST LIFE INSURANCE COMPANY 





and Double Indemnity 





Insurance in Force $75,000,000 Assets $7,512,613.17 Surplus $635,128.94 
Issues Conti d LIMITED P. Life, Endowme: premium BUSINESS 
and PROFESSIONAL Man's Policy. A'S Special Farm on aod peed Ay Lend OF vache ts. Disability Income 
THESE POLICIES PLUS A LIBERAL CONTRACT EXPLAIN THE CONSPICUOUS SUCCESS 


Fer Agency Openings Address: GILBERT KNUDTSON. Vice President Home Office, 30 N. La Salle St. Chicage, Ill. 





EDWIN A. OLSON, PRESIDENT 


PERMANENCE OF MUTUAL TRUST MEN 
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The Columbian National Life 


Insurance Company 
ARTHUR E. CHILDS, President | BOSTON, MASSACHUSETTS 











Columbian National Agents are in a position 
to offer the best forms of 


LIFE, ACCIDENT and 
HEALTH INSURANCE 


Policies backed by one of the strongest com- 
panies in the country, having ample capital, 
surplus and highest standard of reserves. 








The Acacia Mutual Life Association 


This Did Not Happen by Chance 
New Insurance Issued in 1921........ «+ +8 42,448,000.00 
Gain in Insurance in Force.........-+.++ 30,124,750.00 
Insurance in Force Dec. 31, 1921........ 101,222,295.00 
BE o6.c ct bondeecccesscesdcccessoceses 4,613,494.57 
Increase in Assets .... ,518,954.00 


Increase in Reserve ° 

Increase in Surplus 225,575.00 

Unexcelled Life tneur anes Protection—Lowest Net Cost 

Absolute Security — Perfect ary all — Square Dealing 
A Satisfied Field 

William Montgomery, Pres. Homer Beliding, Washington, D. C’ 














OF DES MOINES,IOWA. 


We issue all standard forms of Life Insurance Policies. Every 
cn Gs ts af tad tat Ce ee 








Tre GLOB ACTUAL OF 


OF CHICAGO, ILL. 


Results for 1921 


Gain in interest income over anes 6 five years 1300% 
Gain in income over last five 7 
Gain in admitted assets over last my years 
Gain in insurance in force over last five years 250% 
Average Gain over last five years 
The above ——- are the results of the highest grade of service to 
icyholders and representatives. The latest is 


CLAIMS PAID BY TELEGRAPH 
It Is the Last Word in 


SERVICE 


T. E. BARRY, President, General Manager and Founder * 






































movement for a qualification law oper- 
ating at the same time. . 
Banker Is Speaker 

That there is more in the profession 
of life insurance than even the scien- 
tific programing and sale of the con- 
tract is being demonstrated by Norman 
Ives, chairman of the Detroit associa- 
tion. His feature speaker at the Feb- 
ruary meeting was Mrs. Frank Rosen- 
blatt, director of the educational de- 
partment of the big First National Bank 
of Detroit. 

Mrs. Rosenblatt’s subject was “Fi- 
nancial Independence by the Budget 
Route.” “The meaning of the word 
‘thrift’ has been perverted,” said Mrs. 
Rosenblatt. “Mere thrift will not bring 
the results that the needs of the day 
require. The essential in all financial 
programs is a budget and a budget that 
is both workable and flexible. The 
same size shoe rarely fits the same size 
foot. 

“The first thing I want to know is the 
net income of the inquirer. Next comes 
the fixed expenses of maintaining the 
household, among which are life insur- 
ance premiums and, lastly savings. A 
man who has a net income of $500 a 
month and carries only $4,500 life insur- 
ance hasn't the right viewpoint. I in- 
sist on adequate life insurance as I do 
on food and shelter. 

“I don’t say a man does not need a sav- 
ings account. I do say life insurance is 
his only method of building an estate. I 
have learned there is a widespread mis- 
understanding of the difference between 
life insurance and savings. I have had 
to show men that on a salary of $250 a 
month life insurance of $3,500 will not 
produce a sufficient estate for the fam- 
ily at 6 per cent. 

“The well-to-do man has also acquired 
the habit of thinking that a savings ac- 
count is the best method of providing 
for his family. The savings bank fills 
a great need, but the true function of 
savings is the creation of funds for defi- 
nite needs, the most important of which 
is life insurance. If his premium be $300 
he must provide an item of $25 a month 
in his budget and let it work for him in 
his savings account, 

Urges Lump Sum 

“Investment is the Biggest problem of 
finance and yet men who find it a prob- 
lem will unthinkingly leave a lump sum 
for women and children to spend or in- 
vest without an hour’s experience in the 
investment of money. The biggest thing 
in life insurance is the monthly income 
for untrained women. 

“In the expenses of living too many 
people are controlled by the standards 
of their ‘set’ rather than by their own. 
When budgeting their income and ex- 
penditures they must regulate such 
spending by their own financial condi- 
tion. 

“The establishment of a home through 
a real estate mortgage is fine. Most 
homes are secured that way, but the day 
the mortgage goes on it should be pro- 
tected by life insurance. I tell the men 
who consult me that the life insurance 
premium must be provided for as of 
equal importance with the payment on 
the home or the rent, the stenographer’s 
salary or the fuel and lighting bill. 

“I do not recommend any company, 
just insurance, I tell them they are per- 
fectly safe in any old line life company 
and that if they consult the right men 
they will be properly advised regardless 
of the commission.” 

A question that is becoming a moment- 
ous one in life insurance, that of the in- 
vasion of the field by banks, threatened 
for a moment to become a discordant 
note in the harmony. - 

$¢:s 

Indianapolis, Ind.—A big member- 

ship round-up meeting of the Indian- 





HOME LIFE INSURANCE Co. 
New York 
WM. A. MARSHALL, President 


The 63rd Annual Report shows: 
Premiums received during the year 1922.$ 7,369,835 


Payments to Policyholders and_ their 
beneficiaries in Death Claims, Endow- 
ments, Dividends, Etc............+... 5,400,769 
Amount added to the Insurance Reserve 
DEE catusccsusndsedeanmbabeekendue 2,206,762 
Net_ Interest Income from Investment. . 2,110,922 
($722,352 in excess of the amount 
required to maintain the _ reserve) 
Actual mortality experience 52.87% of 
the amount expected. 
Dy 1h MER cccchéccuneveconces 232,163,052 
BEE “BGG. cccccveeseccescosecs 46,253,715 


bge AGENCY APPLY TO 
A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and Northern 
Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 





HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 











Eureka Life 


Insurance 


OF BALTIMORE, MD. 


Incerporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


J.C. MAGINNIS 
President 


J. BARRY MAHOOL 
Vice-President 
J. N. WARPFIELD, Jr. 
tary T 
DR. J. H. IGLEHART 
Medical Director 














Quoting Kindly Comment 
“Efficient management” “‘war claims paid in full’’ 
“High grade agency force” ‘‘Extra war premiums returned” 
“Low mortality and net cost’”’ “NOTABLY SUCCESSFUL” 
Write the HOME OFFICE of 


The Midland Mutual Life InsuranceCo. 


COLUMBUS, OHIO 
“‘Never Contested or Compromised a Cute” 
For ideal General Agency contract in Pennsylvania, West Virginia and Michigan 





FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting 
booklet 


et 
m,. ggesticns for Increasing 
. Your Income”’ 


and would be pleased to send a copy 
to every Life, Fire and Accident 
Agent in 


Ohio, Illinois and Kentucky 











Rates Reduced 


Premium rates reduced 
September, 1920 

All leading forms of poli- 
cies written. 

Best of contracts to 
agents. 

TwogeneralAgenciesopen 
in Iowa. 

Write for information. 


LOUIS H. KOCH, President 


National American 


Life Insurance Co. 
Burlington, Iowa 
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apolis association was held Friday when 
approximately 100 new members were 
voted in. Special efforts had been made 
for about a month through general 
agents and managers to get their staffs 
lined up with the association. President 
George S. Wainwright is proving to be 
a sincere and conscientiously hard work- 
ing officer and, under his leadership, in- 
terest in the association is being widened. 
It is the desire of the officers to have 
sufficient interest aroused locally to in- 
sure a good representation at the Chi- 
cago convention of the National associa+ 
tion next fall. 
2 ee 


WHEN IS SALE COMPLETED? 


That Was Topic of W. H. Logan Be- 
fore Lincoln, Neb., Association 
at Its February Meeting 


LINCOLN, NEB., Feb. 6—W. H. 
Logan talked to the Lincoln association 
at its February meeting on “When Is a 
Sale Completed?” He said that the in- 
surance salesmen would do well to 
adopt the code of ethics of traveling 
salesmen for mercantile houses, who 
never interfere with a sale when an- 
other man has the customer’s ear and 
who do not knock his goods after he 
has had his order signed. These com- 
mercial orders are not binding unless 
they pass the credit man, just as an ap- 
plication for insurance is not binding 
until after the head office approves. 

Mr. Logan said it was just as much 
twisting to try to sell a man after he 
had signed an application as it would 
be togeth him to change after the policy 
had been delivered. He said that new 
men ought to be impressed with the 
fact that knocking a competitor or his 
company was knocking the business. 


Sam North talked on “Meeting Cbjec- 
tions.” He directed his remarks entirely 
to the objections to giving an agent an 
interview. To the man who wants to 
consult his wife before buying he sug- 
gests he would get more wholesome ad- 
vice if he would consult either the widow 
of some friend who left no insurance 
or the widow of one who did. To the 
man who says he has all he wants, he 
answers that the companies sell billions 
each year to exactly the same kind of 
men who discovered they needed it if 
they didn’t want it. To the man who 
says he cannot afford to buy it he sug- 
gests that it proves his wife and chil- 
dren cannot afford to do without it. To 
the man who says life insurance is a 
gamble he replies that, on the contrary, 
it is hedging. 

Mr. North said that he considered it 
advisable to agree with the man who 
says he can invest his surplus better, 
but he does not neglect to point out that 
the worst thing can happen to a life 
insurance investment is that a man may 
live fifteen or twenty years and get his 
money back, while if he dies soon he 
gets much for little. He says he always 
out himself on the same side of the 
counter with the prospect, and tries to 
make it plain to him that if he doesn’t 
buy from him he, the agent, will keep 
on eating as usual, but that if he doesn’t 
buy the policy he, the prospect, may 
make it doubtful if his children enjoy 
the same blessing. 

*x* * * 

Philadelphia, Pa.—Fred W. Tasney, 
third vice-president of the Prudential, 
will be the chief speaker at the monthly 
meeting of the Philadelphia association, 
Feb. 15. The general theme for the 
evening will be “Self Education.” Joseph 
C. Staples, president of the association, 
will be in the chair. Other speakers 
will be local talent: Theodore Brown 
Williams, Equitable of Iowa, “Better 





Building;” George J. Gladney, Equitable 
of New York, “Two Principles of Sales 
Strategy,” and L. J. Schroeder, Mutual 
Life of New York, “Character Reading 
as an Aid to Sales.” 

Friday, March 23, has been definitely de- 
cided upon as the date for the third an- 
nual sales congress, and 500 posters have 
been printed for distribution in life in- 
surance offices throughout southeastern 
Pennsylvania, southern New Jersey and 
Delaware. President Staples, as gen- 
eral chairman of the sales congress 
committee, announces the following 
chairman of committees to assist in 
the work: Program, Frank D. Buser, 
Fidelity Mutual; publicity, E. J. Berlet, 
Guardian Life; attendance and registra- 
tion, Frederick G. Woodworth,, John 
Hancock; entertainment, Arthur D. Mur- 
phy, Home of New York; finance, John 
William Clegg, Penn Mutual; reception, 
Clayton M. Hunsicker, Fidelity Mutual, 
and banquet, John R. Fox, Metropolitan, 
Members of these committees will be 
announced some time this week. 


* * * 


Omaha, Neb.—The regular monthly 
meeting of the Omaha association was 
held Feb. 2. Vice-president M. C. 
Cleary of the Northwestern Mutual Life 
was to have been present at the con- 
vention of that company’s Nebraska 
agents and to have made an address to 
the association, but was unavoidably 
prevented from coming, Herbert Laflin, 
assistant counsel of the Northwestern 
Mutual, taking his place and making the 
trip to Omaha especially fer that pur- 
pose. M. H. O. Williams, assistant su- 
perintendent of agencies, and Percy H. 
Evans, actuary, of the Northwestern 
Mutual also spoke to the underwriters 
present. 

There was a large attendance and nine 
new members were elected. Mr. Lafiin 
made the following strong points in his 
address: 

“The man who coined the word ‘im- 
possible’ was a piker. The Impossibility 
of yesterday becomes the achievement 
of today. If you want to rise in any 
kind of a profession, you must prepare 
yourself and fit yourself by striving 
through years of study and development 
and application to be worthy of the 
calling of a professional man. Apply 
yourself. Energy breathes optimism. 
There is no place in the world today for 
a grouch or a pessimist. Sing, smile and 
fight and we shall succeed. You must 
have high ideals.” 

The Omaha Chamber of Commerce will 
have a public affairs luncheon on Mon- 
day, March 3, in conjunction with the 
Omaha association, at which Prof. Law- 
son of Iowa University will address the 
members and their guests. 


* * 


Quincy, I1.—At the recent annual 
meeting of the Quincy association, Bert 


E. Chatten, district manager of the 
Farmers National Life, was _ elected 
president; T. R. Evans of the Pruden- 


tial, vice-president, and William Morri- 
son of the Security of Chicago, secre- 
tary. The association starts the new 
year with 35 active members. Mr. 
Chatten expects to put on a membership 
drive that will double this number dur- 
ing 1923. Strong committees have been 
formed to carry on the work of the year. 
*x* * * 


Portiand, Ore—The Oregon associa- 
tion will hold its annual sales confer- 
ence, Feb. 13. E. N. Strong, president 
of the organization, announced that ne- 
gotiations were under way to obtain 
several prominent eastern insurance men 
to speak in addition to leaders at Port- 
land. 

About 25 members of the association 
are attending lecture classes of Dr. 
Arthur F. Sheldon, here from Chicago, 
on “Salesmanship.” 

The association will hold its annual 
election and meeting Feb. 10. Nomina- 
tions made by the nomination committee 
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Openings at 


Columbus 
Chattanooga 
New Orleans 
Des Moines 
Missoula 
Seattle 
Lincoln 
South Bend 
Cincinnati 
Grand Rapids 
Rockford 
Sioux City 
Helena 
Chicago 
Toledo 
Evansville 
Richmond 
Roanoke 
Springfield 
Topeka 


Denver 


Boise 
Idaho Falls 
Davenport 








200% 


During both of the last two months 
of 1922, The Minnesota Mutual 
Life Insurance Company wrote 
more than 200% as much business 
as in the same months of 1921. 


1923 is going to be even better. 
There’s a reason. 

Address in confidence 
0. J. LACY, 2d Vice-President, in charge of Agencies 


The Minnesota Mutual Life 


Insurance Company 
St. Paul 





























Assets Over 


F. W. GRIFFIN 
Supt. cies 


Great Southern Life Insurance Company 


DALLAS—HOUSTON 


Insurance in Force Over $100,000,000.00 


Offers Liberal Contracts to Reliable Agents in Texas, 
Oklahoma, Missouri, Kansas, Arkansas, Louisiana, New 
Mexico and Mississippi. 


Policies up to date 


$10,000,000.00 


Write 
























SAINT PAUL 


Do you want to locate in the Northwest? Wecan offer you 
liberal contracts in Minnesota, North Dakota or South Dakota. 


A. M. MIKKELSON, Secy. 






Write Us 


J. IVAN RHEA, Supt. of Agents 








—— 














First —Our rates are right 
Secend—Our policies are attractive 





Security Mutual Agents are successful 


WHY? 


The reasons are many 


We can give good men goodjterritory 
CH jackson, Supt, of Agencies 
SECURITY MUTUAL LIFE INSURANCE CO. 


BINGHAMTON, N. Y. 





Third —Our Company is reliable 
Fourth—Our agents have our co-operation 











J. O. LAUGMAN, President 








International Life & Trust 


offers up-to-date contracts for good men. 


DR. ANDREW JOHNSON, Secretary 


Company 


Sohrbeck Building 
MOLINE, ILLINOIS 
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Selecting the Best 
Is Worth the Trouble 


Make sure that the book which you are now 
using is as complete as the “Little 
Gem” at the same price 


CHECK UP ON THESE ITEMS: 





1.—Number of companies for all information................. eae 
2.—Number of companies for 5-year financial and insurance record 250  —si........ . . - 
3.—Real Leather flexible cover .............-- 00 eee ee eeeees ae a CGE 
IEE UID «os onldic sdbh is WW cls dW dene canoes OS er ee 


5.—Premium Rates. 
In the Little Gem at least 9 columns for all companies, as high 
as 57 forms for one company, also premiums on special forms. 
6.—Analysis of Policy Contracts................... Sa . ae 
ae ee eee eee ee 672 
8.—Dividends and Net Cost year by year 1923 scale, 15 years, 
ages 25, 30, 35 40, 45, 50, 55, 60 on Ordinary, 20 Pay Life and 


ee ee eee rere eee Ve Same caus... 
9.—Dividends (1923 scale) on 15 Pay Life and 10 and 15 Year 
A REP ne a eR ER a RI Rl We Yes, 10 years ........ 
10.—Dividends on Term Policies... .............00eeeeseeees Tas: sar prgoirelle 
11.—Dividends on Paid-up policies... ..... 2.0.6... 0000 eee eee Yes 


12.—Net costs derived from both present scale and actual histories 
on Life, 20 Pay, 20 Year Endowment, 5, 10 and 15 year totals, 


with and without cash values deducted................... Yes, 6 years ........ 
13.—Disability and Double Indemnity Rates................. Sr er 
NS ccc datd Conivndedwrowdeaweereens ee: 
15.—Cash Values up to 20th on Ordinary and 20 Pay Life and 20 
Pay Life and 20 Year Endowments.'.................... wet) «i oaad. 
16.—Financial and Insurance Record..................0 0005 Ve, Seem, .....0.. 
25 Items, 250 
Cos. 
eR aici s fs hl ce al aces 8x). Sod WEr KRING: . aia 


Published by 


The National Underwriter Co. 


420 East Fourth St., Cincinnati, O. 




















Wanted at Dayton, Ohio 


One of the oldest and strongest life companies whose 


Delivered Business for the past 4 years has averaged annually. ...... ileal $140,000,000 
(of which more than 14 has been placed on old policyholders) 

FE EE ES I EE ES EE a ee ee 150,000,000 
Surplus increased more than $1,000,000 in 1922 and totals over.............. 7,000,000 
i i aa thn iat a wie w wale alee ain 900,000,000 
Business in force in Ohio is more than...............6. 000 c cece eee eee 65,000,000 
Business in force in Montgomery County approaches....................-. 1,000,000 


Mortality and expenses are among the lowest, and yield from investments un- 
usually high, making net expenses very low; 
Contracts are unsurpassed, containing all features pertinent to up-to-date life 
underwriting; 
Income options are flexible and superior— 
Will Give the Right Man An Unusual Opportunity 
at Dayton, Ohio 

Under a contract which vests in him title to full renewals earned. Any 
man who believes he can qualify and who wishes to better himself and 
give his clients improved service will do well to investigate this op- 
portunity. 

Address D-4 Care The National Underwriter 











and which may be increased at Satur- 
day's meeting, are as follows: Presi- 
dent, Alfred F. Parker, New Bngland 
Mutual; vice-president, Rob Roy Denny, 
Travelers; secretary-treasurer, George 
Colton, Massachusetts Mutual; executive 
committee, James E. Drummond, Equita- 
ble of New York; Walter E. Goss, Mu- 
tual Life; E. N. Strong, National, and 
F. E. S. Buchanan, Aetna. 

* * * 

Cedar Rapids, tIa.—The principal 
speaker at the annual banquet of the 
Cedar Rapids association was Royal S. 
Holbrook of the extension department 
of the Iowa State College at Ames. Mr 
Holbrook spoke on Iowa and the many 
good things to be found within her 
border. 

The program was opened with the 
singing of “America,” while a spot light, 
the only light in the darkened banquet 
hall, was played on a large. American 
flag. Following this patriotic display, 
Dr. J. C. Johnson, a member of the as- 
sociation, delivered a “stunt” talk. 

Cc. R. Corrick, president of ‘he asso- 
ciation, presided at the meeting and 
banquet. 

*x* * * 

St. Louis, Mo.—The St. Louis associa- 
tion is considering an agents’ qualifica- 
tion law for presentation to the Mis- 
souri legislature now in session in Jef- 
ferson City. 

The measure will probably be drafted 
along the lines of the national associa- 
tion qualification bill, St. Louis has 
been suffering from the operations of 
“twisters” in recent months, and the new 
bill may be stringent enough to squelch 
that class of life writers. The fire un- 
derwriters are also working on a quali- 
fication measure of their own. 








NEWS OF COMPANIES 




















Detroit Life—=It reports new busi- 
ness written in January of $1,872,000. 
This compares with $1,154,000 for Janu- 
ary last year, an increase of $718,000, 
or 65 percent. The January business is 
more than double that written by the 
same company in January, 1921, just 
two years ago, with $346,000 additional 
new insurance to spare. The January 
record of $1,872,000 is the second largest 
in volume in the history of the Detroit 
Life. In November, 1922, three months 
ago, this company passed the $2,000,000 
mark for single month’s production. In 
June, 1922, the record was $1,808,000. 

* * * 

Penn Mutual Life—New paid-for busi- 
ness last month totaled $18,954,577, which 
exceeds all other January records. The 
following figures are given by way of 
comparison: January, 1922, $9,587,837; 
January, 1921, $11,765,984; January, 1920, 
$15,331,364. And, although the old year 
usually closes with a flourish, the total 
for December, 1922, which was $16,536,- 
903, was eclipsed by January, 1923. 

eS 2 & 

Old Line Bankers, Nebraska—It made 
a gain in surplus in 1922 of $603,913.50; 
in reserve, $956,833,18 and in assets of 
$1,716,124.91. The total income for the 
year was $4,092,252.74. It paid policy- 
holders $1,799,462.20. Insurance in force 
Dec. 31 was $95,546,228.76. The per- 
centage of death losses to mean insur- 
ance was 0.386; percentage of total 
terminations to mean insurance, 8.27; 
average percentage of actual to ex- 
pected mortality, Dec. 31, 1905, to Dec. 
31, 1921, 39.09. 


Illinois Life’s January Business 


Vice-President R. W. Stevens of the 
Illinois Life of Chicago reports that 
January new business totalled $2,872,- 
000, compared with $2,105,000 in Jan- 
uary, 1922, The first year premium 
income in January was $60,074, com- 
pared with $40,740 in January, 1922. 
an increase of $19,334. Renewal pre- 
miums increased $59,014 over the 
January, 1922, figures, making a total 
increase in premium income for the 
month of $78,348. This report evi- 
dences the increase in business that is 
being felt throughout the country and 
Mr. Stevens says that it is the best 
month the Illinois Life has had since 
1920, with the exception of May, 1921, 
and 1922. 


Allen M. Phillips, general agent for 
the Equitable Life of New York and the 
Security Mutual of Binghamton, N. Y., 
for many years, died at his home at Shir- 
ley, Me., last week, aged 72 years. 





VALUABLE IDEAS FROM 
EQUITABLE MEETING 


(CONTINUED FROM PAGE 3) 


are many hundreds of them. In visiting 
outlying towns he makes it a point to 
call on as many old policyholders as 
possible, because in this way he gets so 
many new prospects. He said when an 
old policyholder recommends a prospect 
he usually accompanies the name with 
some good reason why the prospect 
should carry insurance. This informa- 
tion is of great value to the agent. 


Selling First Policy 


C. F. Hutchins said in selling the first 
policy perhaps the prospect is in the 
market only for a small contract. He 
may be an unmarried man or a young 
man with a small income. He says he 
makes it a point always to make clear 
that the first policy is just the beginning 
of a life-time insurance program. In 
such a case he usually says that “This 
is a nice little start on the insurance 
which you will undoubtedly carry later.” 
He never lets his policyholder get to 


the place where he thinks he has bought | 


all the life insurance he is ever going to 
buy. As an attention-getter Mr. Hutch- 
ins often tells the prospect that his pol- 
icy will provide for 25 kinds of income. 
With the many options in a modern life 
insurance contract, particularly in con- 
nection with the installment payment of 
the principle, this is a fact, and gets the 
interest of the prospect. Among some 
of the others who spoke and who ampli- 
fied this subject were Wilmer Christian, 
of Indianapolis; W. F. Crawford, Chi- 
cago; M. C. Nelson, of Decatur. 


Selling Business Insurance 


One of the five-minute sales talks was 
given by J. A. Franks, of the Barnes 
Agency, who told of an interesting case 
where he had written a $25,000 policy on 
the manager of a manufacturing estab- 
lishment which was just increasing its 
Capitalization from $50,000 to $225,000. 
He felt this would be the logical time 
to tackle the prospect, but when he 
approached the management of the 
company he was told that in view of 
the recent increase in the capital stock 
the management did not feel it advis- 
able to lay out any more money than 
absolutely necessary because of the fact 
that they wanted to protect the stock- 
holders by paying as big a dividend as 
possible on the new investment. They 
told him there would be no use to come 
back because they did not want to re- 
duce the dividend. Mr. Frank said that 
he finally closed the case, first, by con- 
centrating to find out a point of contact, 
and second, by briefing the facts as he 
found them. He figured out that the 
premium for the first year would 
amount to exactly .392 of 1 percent of 
the capital stock so that the reduction 
in dividend would be very small. In five 
years the average reduction of dividends 
would be .176. In ten years, .291; fifteen 
years, less than one-tenth of 1 percent; 
and over a period of 20 years, the reduc- 
tion in dividend on account of the life 
insurance premium would average less 
than .08 of 1 percent per year. 

Briefs Case Clearly 

He went to the management of the 
company with this information. They 
thought at first that he was trying to 
sell them a cheap term policy but he 
insisted that it was ordinary life and 
laid the briefs before them. They were 
not long in seeing that they could not 
afford to overlook the protection to 
their stockholders allowed by the $25,- 
000 life insurance premium in order to 
pay eight one-hundreds of 1 percent 
more dividend annually. 

M. Neal, of the Chicago agency, ¢™- 
phasized the need of gaining the pros- 
pect’s confidence and insisted that it was 
necessary to tell the policyholder which 
contract is best for him to buy, because 
only in this way can the agent keep his 
confidence. He compared the life insu- 
ance man to the physician and asked 
what those present would think of 4 
doctor who said that he couldn't tell his 
patient exactly what medicine was best, 
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but that if he really knew what was the 
matter with him he could figure out a 
prescription. 


Selling Young Man 


Other five-minute sales talks were 
given by Tom Hughes and A. C. Day, 
who gave a very dramatic sales talk, 
proving that the man who puts off buy- 
ing life insurance pays for it whether he 
buys it today or not. Mr. Pfaff told 
how, in selling to young men of small 
means, he opens up by asking them if 
they could save $1 a week. This usually 
brings the reply “Yes.” Having ex- 
plained what a life insurance policy cost- 
ing $1 a week would do, he starts to 
write the application. If the prospect 
objects to this procedure, he then asks, 
“What! don’t you want the $2,000?” 
And then the answer is almost invari- 
ably “Yes,” and then Mr. Pfaff goes 
right ahead as if that was the final word. 

President Nollen in his address gave 
a very interesting history of the growth 
of the Equitable from its inception in 
1866. He also told of the new Equitable 
home office building, now under con- 
struction which will be 18 stories in 
height with a 6-story tower in addition. 
It will be the last word in office build- 
ing construction. The talks of Vice- 
President H. E. Aldrich were all full of 
value to the Equitable agents, applying 
particularly to his company. He brought 
out that every agent should be a good 
credit man. To become a general agent, 
he said, a solicitor must be able to at- 
tract men and also have sufficient capi- 
tal to insure his making good on the 
financial end of it. 


HONOR GIVEN J. A. CAMPBELL 





Chicago Central Branch Manager Ten- 
dered 30th Anniversary Banquet — 
Again Leads All Company Agencies 





A thirtieth anniversary celebration 
banquet was tendered James A. Camp- 
bell, manager of the Central branch in 
Chicago of the New York Life, last 
week by the agency force, about * 
agents and guests attending. > 
Campbell, whose agency again in 1922 
led all agencies of the company in pro- 
duction, was paid tribute by both the 
agency force and the guests, among 
whom were Superintendent of Agencies 
L. S. Lindsay, Agency Counselor J. J. 
Parker of Cleveland and Agency Coun- 
selor E. E. Andrews of Chicago. The 
Central branch in Chicago, one of sev- 
eral Chicago agencies, took first place 
among all agencies of the company in 
the country several years ago and has 
maintained the position, leading with 
a margin of $2,000,000 new business this 
last year. At the opening of the speak- 
ing program Mr. Campbell was pre- 
sented with new paid-for business in the 
amount of $4,425,000, produced between 
Dec. 10, 1922, and Feb. 2, 1923, in honor 
of his 30th anniversary of service with 
the company. E. Andrews was 
toastmaster and introduced several of 
the star producers of the agency as well 
as the visitors who were on the pro- 
gram. Mr. Andrews and Mr. Parker of 
Cleveland are two of the only three 
agency counselors remaining with the 
New York. Mr. Parker’s talk was 
largely personal reminiscence of the 
old days when he was in St. Paul with 
Mr. Campbell, a story of Mr. Camp- 
bell’s continued success being given in 
an interesting way. Mr. Lindsay also 
sounded much praise for the work ac- 
complished by the Central branch. 


Massachusetts Mutual Appointments 


The directors of the Massachusetts 
Mutual Life at their meeting last week 
elected Richard Little as assistant 
actuary and Washburn M. Benton as 
assistant superintendent of agencies. 
anthony E. Veith and Joseph M. Ross, 
ormerly assistant agency auditors, be- 
—= agency auditors, and Richard R. 
oland, formerly agency auditor, will 
- ang his entire time to supervision of 

€ agency auditing department at the 
ame office under the title of manager 
of that department. 





49.11% 


of the new business issued by the Northwestern Mutual Life Insur- 
ance Company in 1922 was upon applications of members previously 
insured in the Company. 


Its Policyholders Repeat 


The assignable cause for this is found in the Northwestern business policy of 


No Rebating 

No Twisting 

Civil Service for Agents 
Purely Mutual Clean Business Methods 


No Brokerage Low Net Cost 


THE NORTHWESTERN MUTUAL 
LIFE [| INSURANCE 
Milwaukee COMPANY 


Efficient Management 
Liberal Policy Contracts 
Low Expenses 

Purely American 


Careful Selection 
No Foreign Business 
Insuring Only Males 
Low Death Rate 
Safe Investments 





Wisconsin 








“The Friendly Company”’ 
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Attractive General Agency Offerings in 


Ohio, Indiana and Kentucky 
Address 


SUMNER M. CROSS, President 














STATE MUTUAL LIFE ASSURANCE COMPANY 


of WORCESTER, MASSACHUSETTS 


Incorporated 1844 


Has for seventy-nine years been one of the leading purely Mutual Life Insurance institutions of the 
country, constructive and progressive in all things of value to its policyholders. 


The cordial relations between the home office and the loyal and efficient field force is a constant 
source of gratification to all those connected with the company. 


B. H. WRIGHT, President. D. W. CARTER, Secretary. 
STEPHEN IRELAND, Superintendent of Agencies. 
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“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This ie a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «.7 Bids.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 

















Provident Life 
Insurance Company 
Bismarck, North Dakota 
Tasurance in Force, $13,500,000 
F.L. aa 








Cc. L. YOUNG, H. B. BEACH, 
Sec. and Actuary 
j. L. BELL, W. H. BODENSTAB, 
Treasurer Medical Director 














FIDELITY LEAD SERVICE 


brings the agent into contact with inter- 
anal tomes of life insurance. Last year 
we distributed 47,604 direct leads—all in- 
terested prospects who had _ requested 
information. In 1921 this service, and 
Fidelity’s original policy contracts, brought 
us within 7%% of the unparalleled new 
business result of 1920. 

Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $223,000.000. Faithfully serving 
insurers since 1878. 

A .few agency openings for the right 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, 
PHILADELPHIA 

Walter LeMar Talbot, 








MR. AGENT! 


Do you care for QUALITY, 

not SIZE? Age, Sound Ex- 
erience, Low Cost, a Splendid 
ecord for 70 years? 


Then why not take a General 
Agency in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 




















NEWS ABOUT LIFE POLICIES 








Policy Literature, Rate Books, etc. 
Diges 
PRICE, $3.50 and $2.00 respectively. 


| 
| 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the ‘‘Unique Manual- 
t” and “Little Gem,” Published Annually in May and April respectively. 














BUDGET ADJUSTMENT POLICY 





Connecticut Mutual Life Offers New 
Contract to Meet Objection of Lack 
of Immediate Funds 





The Connecticut Mutual Life is now 
offering what is called the one-year bud- 
get adjustment policy. The object of 
the contract is to overcome the objec- 
tion of the prospect to the effect that 
it is lack of immediate funds to make 
the first deposit which makes it impos- 
sible for him to carry insurance. The 
one-year adjustment policy has a very 
low rate for the first year and enables 
the man to arrange his budget so that 
when the next premium comes due he 
will be able to meet the regular pre- 
mium. It has the advantage that the 
policy goes into immediate effect on 


the payment of a sma!l premium with | 


full disability and double indemnity 
provisions if desired. The one-year 
budget adjustment premium applies to 
all standard forms of full life and en- 
dowment policies and avoids the neces- 
sity of conversion or transfer when the 
regular premium on the insurance falls 
due. It is essentially a one-year initial 
term contract. Rates on the one-year 
budget adjustment policy are as follows: 
One Year Adjustment Premiums 


Per $1,000 
FormG FormH Double 

Dis- Dis- Indem- 
ability ability 
ie 4 $0.24 


Union Mutual Life 


The Union Mutual Life has announced 
a new dividend schedule, effective as of 
Jan. 1, 1923, the new returns on whole 
life, 20 pay life and 20 year endowment 


forms at five year intervals being as 
follows: 
Ordinary Life 
Prem. 
Age 25 30 35 40 50 60 
3 $ 3 By $ 3 
Yr. Iss’d.. 20.22 22.95 26.46 31.07 45.63 73.12 
eew one 2.77 3.13 3.62 4.31 6.69 11.37 
| | Se 2.64 2.97 3.41 4.04 6.25 10.73 
ere 2.562 2.81 3.22 3.78 5.83 10.08 
BORG. « « «0: 89 2.66 3.02 3.54 5.42 9.44 
, a 2.28 2.51 2.84 3.29 5.01 8.81 
2 2.15 2.37 2.66 3.06 4.61 8.17 
Re 2.05 2.23 2.48 2.84 4.23 7.56 
Pee 1.94 2.10 2.32 2.62 3.86 6.94 
ll e- 1.84 1.96 2.16 2.43 3.49 6.33 
ae 1.73 1.84 1.99 2.22 3.14 5.74 
20 Payment Life 
Prem. 
Yr. Iss'd.. 30.24 33.01 36.37 40.55 53.08 76.91 
a .94 4.30 4.74 5.34 7.36 11.47 
ee 69 4.01 4.42 4.96 6.88 10.85 
SA 3.42 3.73 4.10 4.60 6.39 10.22 
Sere 3.18 3.45 3.79 4.24 5.92 9.58 
i evecks 2.94 3.19 3.50 3.90 5.45 8.94 
as ee 2.72 2.93 3.21 3.58 4.98 8.30 
Co ee 2.49 2.68 2.93 3.25 4.54 7.66 
ae 2.29 2.45 2.67 2.95 4.09 7.03 
2.07 2.21 2.40 2.64 3.67 6.42 
ae 1.88 2.00 2.15 2.36 3.25 5.76 
20 Year Endowment 

Prem. 

Yr. Iss’d.. 48.35 49.03 50.06 51.70 59.05 78.80 
| ee 6.05 6.14 6.29 6.56 7.91 11.52 
a 5.56 5.64 5.79 6.06 7.38 10.92 
| aa 5.08 5.17 5.31 5.56 6.85 10.29 
ee 4.62 4.71 4.85 5.08 6.31 9.66 
BAe 4.18 4.25 4.39 4.63 5.80 9.02 
0 ee .74 $3.82 3.97 4.18 5.27 8.38 
aaa 3.33 3.40 3.53 38.75 4.77 7.73 
2.93 3.00 3.12 3.32 4.28 7.08 
ns. 4 we os 2.53 2.61 2.73 2.92 3.81 6.45 
BOE scces 2.16 2.24 2.34 2.53 3.33 5.81 





Equitable of Iowa 

Beginning with policies issued in 1920, 
the Equitable Life will pay an extra 
dividend in the fifth year of each policy 
contract. The first dividend of this char- 
acter will be paid in 1925. From present 
indications, it is believed that policy- 
holders of the Equitable will receive an 
extra dividend of 100 percent in the fifth 
year of each participating policy con- 
tract. 





EQUITABLE OF IOWA’S SCALE 





New Dividend Schedule for 1923 An- 
nounced—Further Readjustments Made 
to Cover “Flu” Year Increases 





The Equitable Life of Iowa has an- 
nounced a new dividend schedule to cover 
the year from February, 1923, to Feb- 
ruary, 1924, the new scale showing several 
readjustments of dividends for the years 
in which the flu epidemic necessitated a 
premium increase. A large increase in 
dividends for these years is shown, the 
remainder of the scale being the same for 
this dividend paying year. The new di- 
vidends are as follows: 


Ordinary Life 
Ages 25 30 35 40 45 55 


3 $ 3 $ 3 $ 
Prem. 20.13 22.85 26.38 31.05 37.36 57.87 
Year 
Issued 
1922 3.35 3.59 3.92 4.30 4.84 7.28 
1921 3.48 3.73 4.10 4.51 65.13 7.82 
1920 3.61 3.89 4.28 4.74 65.43 8.35 
1919 3.74 4.06 4.45 4.96 5.75 8.92 
1918 3.87 4.22 4.64 5.20 6.07 9.47 
1917 6.02 6.59 7.25 8.18 9.62 15.06 
1916 6.20 6.81 7.47 8.51 10.07 15.83 
1915 6.36 7.01 7.76 8.85 10.56 16.61 
1914 4.37 4.80 5.34 6.14 7.36 11.65 
1913 4.50 4.94 5.52 6.39 7.71 12.23 
1912 4.63 5.09 5.72 6.67 8.04 12.84 
1911 4.77 5.24 5.93 695 8.42 13.45 
1910 4.90 5.41 6.14 7.24 8.77 14.07 
1909 5.03 5.58 6.36 7.55 9.15 14.71 
1908 5.16 5.74 6.60 7.85 9.53 15.35 
1907 5.31 5.91 6.85 8.17 9.92 15.98 

20-Payment Life 

Ages 25 30 35 40 45 55 

a : $ $ 
Prem. 28.86 31.69 35.18 39.57 45.26 63.24 
Year 
Issued 
1922 3.67 3.91 4.23 4.60 5.12 17.47 
1921 3.86 4.13 4.50 4.88 5.47 8.04 
1920 4.07 4.36 4.74 65.18 5.84 8.60 
1919 4.28 4.61 4.99 5.47 6.21 9.19 
1918 4.49 4.85 5.25 5.79 6.60 9.77 
1917 7.08 7.64 8.30 9.15 10.50 15.54 
1916 7.37 7.97 8.64 9.60 11.04 16.32 
1915 7.67 8.30 9.00 10.05 11.60 17.13 
1914 5.31 5.75 6.27 7.01 8.12 11.96 
1913 5.53 5.98 6.54 7.34 8.51 12.50 
1912 5.76 6.21 6.80 7.68 8.91 13.02 
1911 5.99 6.47 7.09 8.02 9.31 13.52 
1910 6.20 6.71 7.39 8.39 9.71 14.00 
1909 6.43 6.97 7.70 8.74 10.11 14.46 
1908 6.66 7.24 8.02 9.11 10.52 14.90 
1907 6.91 7.53 8.36 9.47 10.92 15.32 


20-Year Endowment 
Ages 4 30 35 40 45 55 


$ $ 3 

Prem. 47.78 48.52 49.62 51.38 54.30 67.16 
Year 

Issued 

1922 4.25 4.44 4.67 4.95 5.39 7.58 
1921 4.61 4.80 5.05 5.32 5.81 8.15 
1920 4.98 5.17 5.41 5.71 6.22 8.75 
1919 5.34 5.55 5.79 6.10 6.68 9.35 
1918 5.73 5.94 6.18 6.52 7.15 9.95 
1917 9.21 9.53 9.86 10.41 11.42 15.84 
1916 9.75 10.08 10.41 11.00 12.08 16.65 
1915 10.32 10.64 10.98 11.60 12.71 17.42 
1914 7.26 7.46 7.71 8.15 8.92 12.11 
1913 7.67 7.86 8.11 8.57 9.37 12.59 
1912 8.08 8.26 853 9.01 9.83 13.05 
1911 8.51 8.69 8.96 9.45 10.28 13.49 
1910 8.95 9.12 9.39 9.89 10.72 13.89 
1909 9.39 9.57 9.85 10.34 11.16 14.24 
1908 9.85 10.03 10.32 10.81 11.58 14.54 
1907 10.35 10.52 10.79 11.26 11.99 15.30 








GUARANTEED INCOME POLICY 








Connecticut General Announces New 
Contract to Create Estate Which 
Will Pass on to Children 





The Connecticut General has just an- 
nounced a new life insurance contract by 
which a man may immediately create an 
estate which after his death will pay 
his wife an income for life and then 
pass unimpaired to his children or other 
dependents. The guaranteed life income 
is equal to six percent per annum of the 
amount of the insurance, is payable 
monthly, and under the present statutes 
is free from Federal income tax. The 
income is derived partly from interest 
earnings on the principal, and partly 
from a small additional premium, at 
most ages less than twenty percent more 
than that for an ordinary life insurance 
contract. If the insured is totally and 
permanently disabled before age 60, no 
more deposits will be required. Instead 
he will receive a monthly income so long 
as he is disabled, and neither the income 
received nor the failure to make deposits 
will reduce the life income to be paid the 
widow or the amount which will be paid 
the other beneficiaries. 




























Fidelity Mutual 
The Fidelity Mutual has increased its 
interest rate to 4.6 percent. It has been 
changed from 4.5 percent on funds held 
by the company and dividends left at 
interest, 


Get General Agency 


Bowers, Rogers, Tansill & Welsh of 
Chicago have been appointed general 
agents for the Travelers in that city. 
This firm was founded only about three 
years ago and much credit for the ap- 
pointment is given to Enoch J. Brand, 
manager of its life and accident depart- 
ment. Mr. Brand was for seven years 
manager of the life and accident depart- 
ment of the Travelers at Springfield, 
Mass. The personal production of 
Jerome B. Bowes, Jr., president of the 
firm, and Robert W. Tansill was also 
a big factor in obtaining the appoint- 
ment, Mr. Bowes having stood 18th for 
personal production in the entire 
United States for the Travelers while 
Mr. Tansill stood 26th. The name of 
the firm has been changed this week 
owing to a merger with Blaker, 
Rogers & Co., of Chicago, R. Boynton 
Rogers and Charles Schuenemann be- 
coming members of the new firm. The 
former name was Bowes, Smith, Tan- 
sill & Welsh. 


Provident Men in West 


M. Albert Linton, vice-president and 
associate actuary of the Provident Mu- 
tual Life, and Franklin C. Morss, the 
company’s new manager of agencies, 
left Philadelphia early this week to visit 
the Provident agencies at Cleveland, 
Cincinnati, Indianapolis, Detroit, Chi- 
cago and Springfield, Ill. One of the 
purposes of the trip is to explain the 
new policy forms adopted by the com- 
pany a month ago. While in Cincinnatt 
Vice-President Linton will address 4 
noon luncheon of the Life Underwriters 
Association. 
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terest of all policyholders. 





Th s Company has alw: ursued those ies in th 
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Has always rendered the highest grade of service to its policyholders. 

Hao cbwaze eatended renecnable assistance and encouragement to its representatives to develop and hold 


Its policy contracts give to each individual insurer full protection, safeguarding, at the same time, the ie 
Winfield S. Weld, Supt. of Agencies. 
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